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FOOTNOTES <3: 





a pryge of informelion and suggestions fer : Friendly nelatlers. 


Shoes from 


NORTHERN SEALS 


firs new sealskin shoes, now of- 
fered by Jarman, are made not 
only from genuine sealskin, but from 
sealskin of exceptionally fine quality, 


And these skins are tanned by a 
special process producing a leather of 
matchless beauty, and comfort, with 
long wearing qualities. 


The skin of seals from Southern 
waters has a texture which the 
tanners describe as “‘loose.”’ 


But Nature has provided the Northern 
seals with a skin especially tough 
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bs “dd 
Typical Sealskin as it comes from 
the tanners. 

‘‘A” Head ‘“‘B” Flippers “‘C’’ Butt 


and tight, the better to withstand 
the rigors of the frozen North, and, 
incidently, making an ideal leather 
for shoes. 


It is exclusively from this Northern 
sealskin that Jarman makes these 
fine sealskin shoes for men. 


Furthermore, the leather used in 
these shoes is cured with a vegeta- 
ble tannage. This gives to the 
leather its beautiful, rich, full- 
grained finish. 


JARMAN SHOE COMPANY — 


The leather is very durable — 
practically non-scuff. And its won- 
derful flexibility makes it very 
comfortable on the foot. 


Smart — with a new kind of smart- 
ness! Utterly distinctive. A shoe 
that in style, in quality, and in 
value, is approached by no similar 
type thus far offered. That’s the 
new “Friendly” Shoes — in Genu- 
ine Sealskin. These shoes are 
stocked for immediate delivery. 


NASHVILLE, 














“Friendly”? Advertisement on 
Inside Back Cover Collier’s 


Weekly. Issue of Dec. 2. 
(On street Nov. 24th.) 


All the men — and women — on ‘“‘Main 
Street’’ will read and talk about this vivid 
exposition of foot comfort and how it is 
obtained in “Friendly” Shoes. Make this 
big national message a direct puller for 
your store. Do this by tieing-in with it. 
Advertise in your local newspaper. If you 
don’t already have it, write us for tie-in 
newspaper ad — No. J-592. 











A New Series of Small-Space 

Newspaper Ads. 
Our advertising department has produced 
for you eight smart little newspaper ads 
ranging from 4 inches, single column, to 
8 inches, double column. They’ll keep the 
name “Friendly” before the public — do 
it at small cost. 


Direct Mailing Card on Sealskin Shoes 


A special mailing card 
illustrating the new 
“Friendly”? Shoes in 
Genuine Sealskin is 
now available for all 
“Friendly” dealers. 
Send this card out to 

our list of prospects. 
Write and tell us how 
many you can use — 
at 50c per 100. 





TENNESSEE 


DIVISION OF GENERAL SHOE CORPORATION 





When writing advertisers please mention Boot and Shoe Recorder 
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November 11, 1933 


The VOICE of the TRADE 


The National Association 
of Shoe Wholesalers sends this 
message to all retail shoe mer- 
chants, everywhere: 

“Our association has frequently 
taken occasion to remind you of 
an approaching Christmas season 
and its many opportunities for in- 
teresting the public in practical 
gifts in the form of footwear— 
and this by no means confined to 

TREES — POLISHES~ 


aa 


the conventional Christmas slipper. 

“There never has been a more 
appropriate time for the active 
pushing of footwear for the 
Christmas season than this year. 
This will be entirely in line with 
the spirit of the NRA, and espe- 
cially so in connection with its 
‘Buy Now’ drive to stimulate 
prosperity. 

“No retailer need be reluctant 
to promote additional sales of 
shoes, slippers and accessories for 
this purpose, and if all of them 
work together this can be made 
a record Christmas season in the 
footwear trade. 

“Needless to say, your 
WHOLESALER will be de- 
lighted to advise you as to selec- 
tion of suitable stocks, as well as 
to promptly supply your needs. 

“With best wishes for a pros- 
perous December.” 

Let’s make this a footwear 
Christmas ! 


| aes SUPPERS — 





A. B. Young 


of Los Angeles says: 

“We shoe retailers are going 
to sell right down to the shelves 
right now. Retail stocks are fair- 
ly high, as buyers discounted the 
high prices and bought all their 
credit, rating would allow. 

“Our retail prices were $6.50 
and $8.50. Then we dropped the 
top price, but now we find that 
men are surprised to find that we 
do not charge them $8.50. As it 
is, we are just feeling our way 
along, watching the percentage of 
$7.50 shoes sold, and when that 
gets very strong, we may add a 
new line of $8.50 shoes, but we 
are not going to be stampeded into 
this move, even if some men do 
have 1929 retail prices in mind.” 

* * * 


— checks— 


more than a million of them—are 
now out to be cashed and circu- 
lated to restore caren business 


I2 2a 4 
~~ 8 Yes] 


SRE 


in the cotton country. The gov- 
ernment took ten and a half mil- 
lion acres out of production — 
more than a quarter of the entire 
planting. The grand total of 
$110,000,000 in cotton adjustment 
checks puts cash into the South 
for shoes, etc. 

Wheat checks will begin mov- 
ing heavily in November. The 
biggest undertaking of all is the 


$350,000,000 in corn and hog dis- 
bursements. 

Money in circulation means pur- 
chasing power in November and 
December. The Christmas fund 
checks will add considerably to the 
national spending power. 

ee 2 


Eveostt H. Dunbar 


of Lynn, Mass., now 88, breezes 
along with the remark that “foot 
wreckage is getting to be some- 
thing terrible. It wasn’t so when 
1 made my first shoes 80 years 
ago. You know, I started as a 





s 
~ 


boy. Foot troubles started with 
toothpick toes. Maybe you re- 
member them. They did not fit. 
The fundamentals of fitting are 
the same today as when [I started. 
So is the size stick. But look at 
the limps—all wrecked on their 
feet.” Something wrong some- 
where—but what to do about it? 

The old gentleman is more con- 
cerned over increase in foot trou- 
bles than he is over his own ap- 
proach to the centennial mark. 

*k Ok Ox 


— N. Peek, 


Administrator of the Agricultural 
Adjustment Administration, in his 
recent radio talk said: 

“The Eastern Industrial Center 
is affected by the farmer who goes 
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to town with $2 to buy a pair of 
shoes for his boy. The boy is with 
him. They go to the store and find 
that shoes of the boy’s size are 
priced at $2.50 now. They shop all 
up and down Main Street, but 
that’s the best they can do. So 
they drive back home with their 
$2 and no new shoes. The store- 
keeper has his shoes but not the $2. 

“That sort of thing has been 
happening all over the country, at 
crossroads stores and in the little 
towns. Think what it means, 
when infinitely multiplied. No 
sale. The money goes back to the 
hills, stays out of circulation. The 
store, the wholesale establishment, 
the factory, the railroads, and 
every link in the great distribution 
chain loses another piece of busi- 
ness. 

“The factory loses business and 
the unemployed stay in the bread- 
line because the manufacturer 
can’t offer jobs to his employees 
to make the shoes for the farm- 
er’s boy who has not enough 
money to buy them. 

“That is the terrible cycle we 
are trying to break. The immedi- 
ate point of our attack is to try 
to put more money into the farm- 
er’s pocket, so that he can pay 
for shoes and other things and 
still have something left.” 


Wi there be 


a shortage of rubbers? Mis- 
hawaka Rubber & Woolen Mfg. 
Co. of Mishawaka, Ind. says: 
“Many merchants have been in 
the habit of obtaining a very large 
portion of their requirements on 
extremely short notice during the 
height of the season, and manu- 
facturers in the past have worked 
long hours in an effort to take care 
of this demand. Now with the re- 
strictions imposed on working 
hours under the NRA, manufac- 
turers will not be able to step up 
their production to the same extent 
as they formerly did during rush 
periods. The wise merchant will 


*” 


adopt a different buying policy 
and will anticipate a larger part 
of his requirements than he has 
been in the habit of doing during 
recent years. 

“As this is written it looks as 
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, TELL THE STORY OF 
YY QUALITY IN Ce gl l; / 
4 ADVERTS 








A STORY TO TELL 


—Major Onthank, Chief of NRA Control 
Division, in a recent speech said: “Adver- 
tising will increase because it is abnormally 
low in volume now, and because it will 
be necessary to tell the revised sales story 
of quality and service.” 

—We feel sure that prices are going up; 
we feel equally sure that quality and ser- 
vice are going up. 

—It’s not always good policy to talk higher 
prices after they have become such. But 
it is good policy to lay fullest possible 
emphasis upon higher quality and service. 

—That’s a subject that will register favor- 
ably with a public that has had its fill of 
cut-throat competition and shoddy mer- 
chandise. 

—Attune your advertising to the popular 
trend. 

—There’s a story to tell. 


Sone tee 


President. 





though there might easily be a 
shortage of rubber footwear if we 
have average Winter weather or 
an early “spell” of Winter. So we 
recommend that every merchant 
advise his trade: ‘Get your rubbers 
and gaiters now while we have 
your size and style.’ ” 


* * * 


ie Semaine du Cuir, 
held at the Palais des Expositions 
at the Port de Versailles on Oct. 
10, indicated for spring—white al- 
ligator and lizard will be particu- 
larly fashionable. Beige and light 
greys are also expected to be popu- 
lar. Aer snake, a reptile which 
comes from Indo-China and has a 
grain like python but much 
smaller, is new. White and beige 
certainly seem to be sponsored for 
next spring. At the same time it 
is expected that plaited shoes will 
continue to be in great demand. 
Many of these are in two colors, 
such as black and white, beige and 
white, blue and white, etc., but 
black and white seemed to play a 
large part in most of the collec- 
tions. For evening wear, a revival 
of silver kid is expected. 


High heels 
lose woman $75,000 damage ac- 
tion! Judge Grover M. Moscowitz 
ruled in the United States District 
Court of Brooklyn, that if a 
woman, wearing high heels, falls 
in descending a stairway on a fish- 
ing boat, she has only herself to 
blame. He dismissed the $75,000 
suit, saying: 

“This woman wore shoes with 
heels that were between 3 and 
4 in. high. She is a woman of 5 
ft. 534 in., weighing 160 lb., and 
54 years of age. I am sure that 
a woman on occasion may wear 
such heels but certainly it is neg- 
ligence for a heavy-set woman un- 
accustomed to boats, to descend 
a stairway on a fishing boat when 
she is wearing heels of such a 
height. The accident was her own 
fault.” 

x ok 


Herbert J. Rich 
of B. Rich’s Sons, Washington, 
D. C., says: 

“The session with the President 
was very interesting but the Pres- 
ident pointed out that there must 
be some solution as the forty mil- 
lion farm folks would not under- 
stand that the 10 per cent mark- 
up only partially covered the labor 
and overhead. That either this 
would have to be explained to them 
in very simple terms or it would 
have to be eliminated. He also 
suggested a third alternative pro- 
viding for a maximum price con- 
trol.” 

* * * 


“ 

f one pound 
of iron nails costs $.0134, what 
will one pound twelve oz. cost? 
We are waiting for your answer. 

“We will gladly teach you how 
to solve the above problem, Daniel 
Boone in the shoe store.” 

The above is written on the bul- 
letin board outside of Roberts 
Shoe Repair Shop at 34th Street, 
New York City. A crowd sur- 
rounds “Daniel Boone” who is 
dressed in cowboy boots, deerskin 
pants and coat and a 10-gallon hat. 
All day long he posts riddles and 
arithmetic, punctuated by native 
philosophy. 
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ad 
"hh Kalends” 
of Williams & Wilkins Company, 
Baltimore, Md., tells this tale: 

“A guest at a small-town hotel, 
apparently perturbed, approached 
the desk-clerk one evening at ten 
o’clock, and checked out. He ex- 
plained that he had been called 
away suddenly, and would be driv- 
ing all night. He asked that the 
clerk keep for him a hundred- 
dollar bill. The clerk acquiesced, 
gave him a receipt, and placed the 
bill in the cash register. 

“At seven the next morning the 
hotel’s proprietor relieved the 








clerk. The clerk made the usual 
informal report but neglected to 
mention the circumstance of the 
hundred-dollar bill. At seven-thir- 
ty the grocer appeared and pre- 
sented the proprietor with a bill 
for $100.76. Quite sure that he 
could not pay the account, the 
proprietor nevertheless made the 
gesture of turning to the cash reg- 
ister. With pleased surprise he 
found the big bill, and offered it in 
liquidation of the account.- The 
account being overdue, and the 
proprietor notoriously hard up, the 
grocer was delighted to agree. 

“In an unusually pleasant frame 
of mind, the grocer recalled a fur 
coat that his wife had expressed 
a wish for, and at 10:14 that morn- 
ing purchased it, paying for it with 
the bill. 

“The furrier in turn was 
pleased. It was an unexpected sale 
on a dull morning. He therefore, 
shortly after noon, purchased two 
suits of clothes he badly needed, 
and paid for them with the bill. 

“The clothier had greatly ad- 
mired a ring displayed in a neigh- 
boring shop-window. The price of 
the ring was $100. Having the 
exact amount in a single bill, he 
purchased the ring. This was at 
1.42 p. m. 

“The jeweler at that moment 
was considering what would be a 
suitable way in which to commem- 
orate his wedding anniversary. 


The $100 bill proved an inspira- 
tion; he decided to have a dinner 
party. He telephoned about town, 
made up a list of 50 guests and 
then called the hotel proprietor, 
when a menu was quickly agreed 
upon to be served for $2 a plate. 

“At 6:30, the jeweler, arriving 
with his guests at the hotel, gave 
the $100 bill to the proprietor who 
placed it in the cash register, re- 
marking that it was the second 
of that denomination he had han- 
dled that day. 

“At seven, the desk-clerk re- 
lieved the proprietor, remembered 
that he had failed to mention the 
bill in the morning, and heaved a 
sigh of relief upon discovering it 
in the register. 

“At 8:15, in an idle moment, the 
clerk discovered in the evening 
paper, just delivered from the city, 
a photograph of the guest of the 
night before, with an accompany- 
ing story describing him as a 
counterfeiter who had been cap- 
tured, and warning against circu- 
lation of $100 bills of a given de- 
s¢ription. The clerk examined the 
bill closely. It tallied, of course, 
with the description of the counter- 
feiters. 

“Here are the remarks: Five 
men each exchanged goods of 
value for that which was utterly 
valueless, yet no one lost anything. 
On the contrary, each gained 
something he was desirous of hav- 
ing and parted with something he 
didn’t want. Sounds nutty, but 
there is worse to come. 

“No one brought anything ‘of 
value’ into the town; no one took 
anything ‘of value’ out of it. Yet 





“Sorry Madam—you'll have to see the man higher up.” 
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(on the basis 10 per cent profit on 
business done) the town was $40 
wealthier. 

“Confronted with this phenome- 
non, we too hastily decide that it 
is a mere apparition, since some- 
thing cannot come from nothing. 
We see that the added wealth came 
neither by addition of objects, nor 
by anything done to objects—i.e., 
not by production; and we have 
taught ourselves that only produc- 
tion can create wealth. The $40, 
we conclude, was not ‘real.’ But, 
hangitall, it was real. For it would 
show as profit at the end of the 
year, cash or credit, readily ex- 
changeable and (more important) 
investable.” 


* * * 


c. Chester Eaton, 
president of the C. A. Eaton Com- 
pany, Brockton, commending the 
Boot AND SHOE REeEcoRDER for 
“its excellent merchandising cam- 
paign in behalf of the trade for 
sport shoes” and the manner in 
which it conducted window dis- 
plays and advertising campaigns, 
predicts a greater sports shoe year 
for 1934 than the trade has wit- 
nessed the past season. 

“The RecorDerR did a mighty 
fine job and the merchants of the 
country are to be congratulated on 
the manner in which they re- 
sponded, for without their coop- 
eration, nothing could have been 
accomplished,” he said—adding, 
“But be prepared for an even 
greater year with white oxfords 
topping all other sport styles. 
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Let's Go Hunting for Those 


No. 1. Boy’s brogue, developed 
in genuine seal leather with a 
Scotch grain finish. No. 2. The 
spat oxford makes its appear- 
ance in the popular priced field. 
No. 3. Spade trims again enter 
the picture after a vacation of 
some 15 years. 








xtra Men's Pairs 


Maybe the Profits Merchants 
Have Missed Are Hiding 
Among This Season’s Novelties 


By HARRY R. TERHUNE 


New shoes are making their 
appearance in manufacturers’ lines here and there, and they offer 
interesting sales possibilities for the immediate and early Winter 
season. 

It has been some time since a boy’s shoe has held the center of 
the stage as has the one shown in the upper left hand corner. 
This particular one is developed in genuine seal leather which is 
finished. with a Scotch grain effect. The great advantage of this 
is that the grain will not pull out at the toes when the upper is 
lasted. And, as the leather is scuff proof, as well as good looking, 
this shoe which is made up in both black and brown, should be 
the means of making many extra sales. It will not be a big thing, 
as boys’ shoes which retail at $5.00 and $6.00 seldom run into 
tremendous proportions, but it will bear watching. This shoe is 
also being bought plain, without pinking or perforations or wing 
tips, for the more conservative boys’ trade. 

Seal leather has had a play in men’s shoes for over a year. One 
srockton manufacturer has staged quite a successful promotion 
in both the plain toe and the custom effects for more than a year. 
Their line, “Ever hear of a Seal with cold feet?” captured the 
imagination of men who want the rugged type of leathers. 

A shoe which was first brought out in the high grade field in 
an all leather model, but has been developed in the popular priced 
grades with a cloth insert, is designated as No. 2. Right now this 
shoe is selling in all the large cities east of Kansas City in one 
fair sized chain as an outstanding novelty number. It is selling 
best in a rich brown shade with a tan color spat effect cloth insert. 

An English cavalry tweed having a heavy firm woven rep cord 
has been found in this particular instance, to be much better than 
the regular box cloth generally used as spat materials. Details of 
this shoé are a wide spade forepart sole trimming on a narrow 
custom last. That sounds like a wild combination, but in this case 
it clicks. Both brown and black are being carried, and as might be 
imagined, the browns outsell the blacks four to one, due to the 
present vogue of brown suitings. 

Back go the style dopers at least fifteen years willl they revive 
the extreme spade shanks. City trade is taking to this revival 
much better than first anticipated, so as a novelty the promotion 
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may be said to have reasonably good results. Present styling calls for close 
shanks and a decided sharp Baltimore trim at the ball. The bottom view in 
the third illustration shows precisely how this is worked out. Upper 
patterns are modeled especially for this shoe. Present detailing calls for 
the new short vamps. Big brass eyelets on the brown shoes give the 
“Broadway” look, which some buyers like to develop. 

Take this same custom last, the same pattern, leave off all pinkings and 
perforations, trim the edges close, and a typical high grade conservative 
shoe results. This shoe does not look anything like the extreme spade 
shank, will not sell to the same trade, but, as it will fit exactly the same, 
it has a strong merchandising value. Perfectly plain shoes are “in the 
money” as far as volume is concerned, but a few sure novelties are neces- 
sary to tone up the stock. 

Taking the dress shoe first, No. 4, this particular type was developed 
to meet the trend away from the mess jackets for cruise and summer wear. 
In several quarters it is felt that the white mess jacket is on the way out, 
and that the white dinner coat will supersede it. This welt shoe is made 
very light, close edge, no box toe. It has three eyelets and is lined through- 
out with fine kid leather. Vamp linings are perforated, so that the shoe 
will be comfortably cool when dancing, and at the same time have a decid- 
edly “sleek” feel. 

This same shoe is also being sampled in a white goat and a white buck- 
skin, made precisely as the patent. Naturally the sale of these latter shoes 
will be limited to those men who affect the all white evening clothes which 
are now being worn in the tropics. 

Again an old idea is brought forth. This time it is the full cork sole 
which is being given a play by a well known manufacturer. Cork soles 
were brought out as a novelty in the top grade. The idea of the full cork 
sole between the innersole and the outersole appealed to many buyers, so 
that they ordered cork soles in all types of golf and street shoes, not only 
to sell but to wear themselves. What started as a factory “salesroom 
sample” is developing into a real proposition. Men who are wearing cork 
soles in their golf shoes are most loud in the praises of the extra comfort 
which they are experiencing. 

The sales talk on the full cork soles revolves around a new theme, in 
shoes, but old in refrigeration, that of insulation and it brings out the 
insulation theory to perfection. 

The last shoe in this group No. 6 is a typical winter oxford. It has an 
18 iron sole, heavy outersole with a light slip, with uppers of any of the 
plump winter weight storm resisting leathers. It is more often developed 
with a storm welting. This shoe has a full kid lining, with the vamp 
lining perforated for ventilation. A full kid lining would be too warm, 
[TURN TO PAGE 37, PLEASE | 











No. 4. A very light weight 
full dress shoe, made three 
ways, patent leather, all- 
white goat and all-white 
buckskin. No. 5. Full cork 
soles are revived and sold on 
an “insulation’’ argument, to 
those men who wear hand- 
made shoes. Note the 
“Stormwelt.” No. 6. Full kid 
linings with the vamp linings 
perforated, appear in heavy 
weight winter oxfords. 
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SHOES FOR THE 
INDIVIDUAL MAN 


MONG a number of keen 
men’s shoe buyers han- 
dling the top grades there exists 
a distinct feeling that the shoe 
trade has passed through a 
period of shoe selling on a mass 
basis. Their analysis of the 
current situation indicates to 
them that the time is now ripe 
to promote individual merchan- 
dise especially designed for a 
particular store’s needs. 
Carried one step toward its 
logical conclusion, this means 
servicing each individual con- 
sumer as a unit and not as one 
of a mass. Enough stores in 
the larger centers have experi- 
mented with this thought dur- 
ing the past year to warrant its 
serious consideration. In each 
case they are now making plans 
to further develop this division 
of their men’s trade, rather than 
give up the idea as being im- 
practical. 
The three shoes shown on 
this page are examples of this 
trend. 
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Attractive exterior of the new Country Club Shoe Store, in Kansas City, which is devoted exclusively to children’s shoes. Note how the 
windows are so constructed as to give an excellent interior view. 





A Smart New Shop for Juniors 


Kansas City Store Puts Service First, for 
There Lies the Secret of J. Hyman's Success 


Qn of the recognized 
pioneers in the business of operating an exclusively 
children’s shoe store is J. Hyman, who for the past 
twenty years has conducted a children’s store at 5907 
Main Street, in Kansas City. The venture developed 
in such a successful way that five years ago a second 
store was opened, at 304 West 47th Street, where Mr. 
Hyman is also doing an excellent business. And now 
he has opened a brand new store, under the name of 
the Country Club Shoe Store, at 122 West 63rd Street. 

Service is the cornerstone upon which this interest- 
ing business, devoted entirely to children’s shoes, was 
founded and increased until now it has become one 
of the outstanding juvenile shoe establishments of the 
country. Mr. Hyman was one of the first retailers 
catering to the juvenile trade to recognize the vital 
importance of carrying a complete range of sizes and 
widths, so as to be able at all times to fit properly 
the feet of his young customers. A substantial part 
of his business comes through local physicians, osteo- 
paths and chiropodists. 

The new Country Club Shoe Store is one of the 
most modern and attractive shoe stores in the country 
devoted exclusively to children’s footwear. During 
the opening week more than a thousand friends and 


customers visited the store to inspect its artistic in- 
terior and furnishings and pay their compliments to 
the proprietor. 

The ceiling is in canary yellow, side walls above 
the fixture line in two shades of royal apricot. Fix- 
tures are bright chestnut red. The floor is in orange, 
terra-cotta, delph blue, sage green and black. 

[TURN TO PAGE 48, PLEASE] 





The modernistic style of interior decoration is carried out in an 
interesting and colorful fashion in the decorations and furnishings 
of J. Hyman’s new children’s shoe store. 
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Two distinctly new developments in galoshes which fit in with the current trend toward frills and femininity. Both carry a collar of processed, 
waterproof fur. The one on the left is in brown, the other a white model, especially appropriate for evening. The attractive young lady in 
the middle is all dressed up for the football game, with foot muff and rug of alpaca 


Who's Afraid of the Big, Bad 


Novelties in Overshoes That Reflect the 
Season's New Elegance 


With the last football games 
and the first snow flurries, comes the time for pro- 
moting cold weather foot protection. Are you plan- 
ning a window of galoshes? Are you promoting 
galoshes from a fashion—as well as a utility—angle? 

What can you do with the idea of a galosh ward- 
robe? Three pairs instead of one to go through the 
day and evening? When you come to think of it, the 
gaiter that looks well with sports and tailored clothes 
is all out of key with a formal furred coat. 

Your heavier-finish galoshes, such as the reptile 
grains, can be suggested for tweeds. Your pin seal 
and other finer, shining finishes, suggest afternoon 
wear. And have you ever thought of a white daytime 
galosh to go with white raincoats? Do you notice how 





Winter? 


many smart women are wearing white rain-wear ? 
And do you know that there is a certain high style 
demand for white footwear to match? 

The evening galosh comes back into the picture 
with our Mae West fashions. It’s a day of femininity 
in evening clothes and nothing could be more feminine 
than the carriage boot. The wife of our New York 
Governor, Mrs. Herbert Lehman, recently ordered a 
pair to wear on gala evenings in Albany. With a 
return of hotel gayeties, which we so confidently hope 
for in December, women are going to do more step- 
ping out. Surely every woman who goes in for eve- 
ning clothes at all can be sold an evening galosh! 

The white evening model pictured has all the 
[TURN TO PAGE 37, PLEASE] 
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Foot Welfare 





The action of the hand is usually performed under direct brain con- 
trol. The action of the foot is almost of subconscious determination. 


om any practical usefulness 
be expected from knowledge of how the human foot 
caine into being? There may be many who doubt the 
benefit of such information because we have not 
learned to approach problems dealing with the human 
body with the same coldly analytical spirit we adopt 
toward less personal matters, particularly in fields 
where applied science has become the recognized 
basis of study and commercial enterprise. No impor- 
tant business concern engaged in some phase of engi- 
neering, would regard itself prepared for successful 
operation unless its organization included highly 
trained experts. The knowledge furnished by the 
latter is not mere familiarity with the design of our 
elaborate modern machinery, but to an equal degree it 
covers familiarity with the successive steps by which 
that machinery has gradually been developed. 

Applied science is, therefore, to be recognized as 
“accumulated experience,” and knowledge of past de- 
velopments comprises the fundamental basis for to- 
day’s attainments and tomorrow’s progress. Only 
through clear comprehension of the changes that have 
steadily improved the crude original inventions, can 
a most competent understanding and valuation be 
acquired of the many intricate parts of modern ma- 
chines. 

Where our bodies are concerned, however, we have 
been prone to accept conditions as they now exist, as 
the starting point for study. Undoubtedly the reason 
lies in the fact that man has possessed the same high- 
ly complex body structure as far back as history and 
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and Shoe Progress 


Let’s Go Back to Fundamentals in the 
Study of the Foot and Its Functions 


No. 3 in a Series 


By 
Dudley J. Morton, M. D. 


human intelligence extend; until comparatively re- 
cent years he has known no earlier starting point for 
study of himself. But this condition has changed. 
We have learned that the development of mankind 
reaches back through a tremendously long expanse of 
time and no part of our bodies holds a clearer record 
of the sequence of developmental changes than does 
the foot. In that record we can see and understand 
how the characteristics of the human foot were de- 
veloped, and by understanding their formation, we 
will acquire a more reliable and accurate interpreta- 
tion of the foot’s mechanism. We will be shown how 
the arches of the foot were formed, the exact nature 





The human hand showing grasping muscles to thumb. The human 
foot showing similar arrangement of grasping muscles to great toe. 
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of “foot balance” and how it was developed. Such 
knowledge of the normal mechanism and workings of 
the human foot is a necessary basis for most efficient 
efforts toward understanding and correcting disorders 
in its mechanism. 

Let us compare for a moment the human foot with 
the human hand. Excepting that both have five digits, 
their appearance is markedly dissimilar. The hand is 
a flat, and very flexible, grasping structure, with a 
relatively short divergent thumb, and fingers about 
the same length as the palm; in contrast, the foot is 
arched and rigid, with parallel toes; the first toe 
has the largest development, but all of them are short 
compared with the elongated sole. 

Moreover, in position and in manner of function 
the hand and foot show further contrasts. The posi- 
tion of the hand is continuous with the line of the 
forearm, while that of the foot is at a right angle to 


Gorilla foot, showing 

similar but heavier mus- 

cles controlling grasping 
action of great toe. 





the leg. As to function, the hand is an organ for 
skilled movements which are constantly under the 
intimate guidance of the brain; irrespective of whether 
its activities are of a gross nature, as in wielding a 
sledge hammer or throwing a ball, or the fine micro- 
scopic movements used in engraving jewelry, they 
are performed under direct brain control. But the 
foot, obviously designed for the support and trans- 
portation of body-weight, operates with little appar- 
ent attention from the brain other than the almost 
subconscious determination of when to “go” or 
“stop,” also of direction and rate of travel. Hence 
to all outward appearances, the hand and foot are 
conspicuous in their contrasts rather than in their 
similarities. 

But let us now look under the surface! There we 
find that the great toe possesses identically the same 
arrangement of the muscles for grasping as the hand, 
although reduced in size, because they do not have 
the same opportunity for development. Nevertheless 
in number and in position, the correspondence of 
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their musculature is unmistakable. If the foot of a 
gorilla be included in the comparison, (as its foot is 
recognizably a grasping structure) we again see the 
same arrangement of the muscles to the great toe, 
but developed to a degree which indicates active func- 
tion comparable with that of the human thumb. 


O; course, we might be content 
at this point to let the matter rest as an interesting 
coincidence and dismiss it without further thought ; 
but to an investigative mind the presence of such a 
grasping mechanism in a non-grasping foot suggests 
an earlier stage when that foot was capable of an 
efficient grasp. The significance of this finding in- 
creases as we observe on further study that there is 
a direct correspondence between the foot of man and 
of the gorilla in all other muscles, in the branching 
of bloodvessels and nerves, and in the arrangement 
of ligaments and bones. But the likeness extends also 
to the feet of the other great apes and continues 
through to the lowest species of monkeys. 

It may be noted here that zoologists have placed 
man, ape, and monkey in a single classification— 
Primates—because of the wide range of similarity 
throughout their body structures. As we compare 
these primate foot patterns, we cannot help but ob- 
serve that while the grasping mechanism of the great 
toe persists as a distinctive character, the general 
design of the foot among the lower groups approaches 
that of other five-toed mammals. The observation in- 
vites further comparisons outside of the primate 
groups. 

Mammalian life affords an extraordinary range of 
differences in feet, such as the single-toed foot of the 
horse, the cloven (two-toed) feet of cattle, the three- 
toed foot of the tapir, the four toes of the dog, and 
the five toes of the rat, the broad hind flapper of the 
seal, and many other types which limitation of space 
prevents mentioning. 


That all of these animals 
have descended from five-toed ancestors has been 
clearly shown by paleontological fossil material. Most 
notable is the series of unearthed fossils by which we 
are able to trace the development of the single-toed 
horse as far back as an ancient four-toed stage. The 
seal’s flapper is a five-toed structure with the same 
underlying design as the feet of land-living mammals, 
but modified for movements in water. Such evidence 
indicates that all these types of mammalian feet (in- 
cluding the primates), converge upon an original five- 
toed pattern which was very similar in its major 
characteristics, to that of the opossum—one of the 
most primitive of our warm blooded animals. Its 
foot presents a fundamental pattern in bone and 
muscular arrangement which persists throughout the 

[TURN TO PAGE 48, PLEASE] 
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Santa 
Says— 


Here's a clever series of small 
ads that will get interest, atten- 
tion and action for the Holi- 
day Season at small cost to 


the shoe merchant 





them, he will be glad you were 
thoughtful and gave him slippers.” 





It’s easy to choose slippers men 
will like here. Ten popular 
styles, are priced from $1.50 to 
$5.50. Just make a note of his 
shoe size to be sure of the right 
slipper size. 


EELS SN Te 
nt TT 
Santa Says aoe 
“Every time he slips his feet into in comfort at 
(store name) 

















‘Tews two-column five-inch ads 
are just the thing for a small advertising appropria- 
tion. Without taking up much newspaper space they 
stand out—give a pertinent message and tell a definite 
merchandise story. A small merchandise cut should 
be used in each ad. Copy may be varied to meet your 
needs. 


Santa says— 
“Every time he slips his feet into them, he will be 
glad you were thoughtful and gave him slippers.” 


(cut) 


It’s easy to choose slippers men will like here. Ten 
popular styles, are priced from $1.50 to $5.50. Just 
make a note of his shoe size to be sure of the right 
slipper size. 


s 
Santa says— 
“You never need wonder whether your gift will please 
when you give a woman hosiery.” 
(cut) 


When your gift is (brand name) hosiery, its fine 
quality makes it doubly appreciated. (follow with 
descriptions and prices.) 





Santa says— 
“They may like candy, they may like toys, but hi-cut 
shoes tickle regular boys.” 


(cut) 


Boys’ hi-cuts of full grained elkskin, with soles of 
sturdy rubber composition and extra reinforcement at 
the toes. Storm welts, knife pockets. Sizes 10% to 
$4.65. Sizes 2% to $4.95. Sizes 6% to 10, $5.95. 


These examples serve to show how the merchan- 
dise items may be “tied up” with Santa’s sayings. 
Here are more sayings, without the merchandise copy. 


Santa says— 
“Any woman who attends formal affairs will ap- 
preciate a gift of jeweled buckles and heels.” 


e 
Santa says— 


“Young man, for a gift that’s pleasing without being 
too personal, I would suggest pretty opera ornaments.” 


e 
Santa says— 


“If she needs them, she will be very happy to receive a 
pair of smart galoshes.” 
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Santa Says— 


If you want to enjoy a real N. R. A. 


Christmas, you'll come to (Store Name) 


for real N. R. A.” gifts for all. 


*NO REGRETS AT ALL. 
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This illustration has 
many uses. See text 
for suggestions. 
















Santa says— 


“Give a man shoes for his favorite out-door sport, and 
you'll win his deepest appreciation.” 


Santa says— 


“If you have ever seen how proud the children are of 
new shoes, you'll know they're fine as gifts.” 


Santa says— 


“Mr. Man, when you've been in the gift business as 
long as I have, you'll know every woman welcomes 
stockings.” 


Santa says— 


“There’s one gift that’s just as regular as Christmas— 
one gift you can give every one in the family. That's 
slippers.” 


Santa says— 

“The nicest gifts of all are those that wish someone 
real enjoyment, such as hiking shoes for the out-door 
girl.” 


Santa says— 


“Some things just naturally belong together—for 
example, a real boy and a pair of rubber boots.” 


If desired, the upright layout can be enlarged by 
cutting the border of the box and extending it to the 
desired size. Or your engraver can enlarge the 
entire illustration to three column width, which would 
make the ad seven and one-half inches deep. 

Another plan would be to use the oblong illustra- 
tion at the top of a three column ad, for the intro- 
ductory copy (omitting the outside rule shown). 
Merchandise illustrations and descriptions would be 
arranged below, in three columns, and a rule or holly 
border placed around the entire ad. 

The oblong design shown is the right size for a 
postal card. It could also be used as a folder or 
booklet cover, or even for each page of a folder. 
Notice also that this illustration will serve for ads 
three columns wide by 3% inches deep. 

Printed on white cardboard the designs will make 
neat little window and counter cards. A good win- 
dow display can be arranged by showing the mer- 
chandise on “steps” with a “Santa Says” card bear- 
ing a clever saying next to each item. 

For interior use the white “Santa Says” cards 
could be glued to larger pieces of painted compo- 
board to which merchandise items are attached. For 
example, a pair of stockings on the compoboard ; on 
the smaller card the suggestion, Santa Says “You 
may be sure she will welcome hosiery.” 

If you have some one to make an enlarged sketch 
of the jovial Santa, it will make a good background 
decoration, and a fine tie-up with the rest of the 
“Santa Says” campaign. 
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No Place for “Snoop and Snitch” 


( ocmen sense rather than commercial 
law should be used in the management of the code 
as the retail law of the land. There is rapidly being 
completed the organization of a regional compliance 
system for the receipt and adjustment, where pos- 
sible, of complaints against employers operating 
under approved codes. 

Now, for fear that what will be set up will be a 
machinery of interference, interrogation and inquisi- 
tion, let us repeat the instructions issued to the 
District Compliance Director: “His function is to 
obtain compliance by education, explanation and ad- 
justment. He is not an enforcement officer in any 
sense of the word.” Just repeat these words to any 
pompous little individual who commands you to 
appear before him to answer a complaint. 

We have it over the telephone from a merchant, 
that he has been called before the local compliance 
hoard sixteen times to answer complaints which, in 
his belief, came from disgruntled empolyees, snoopers 
and irritating individuals. The merchant tells of 
hours,of time spent waiting for the compliance officer 
to clear the docket. It would indeed be a pity if the 
retail code authorities took every scrap of paper, 
anonymously signed, and considered it a serious 
complaint. The instructions may read: “All com- 
plaints must be treated confidentially,” but at least 
such complaint should be in writing and no oral com- 
plaint should be valid; and the complaint should be 
signed by an individual with his true name and 
address. 

We are not taking a step down the “road to Mos- 
cow” by setting up an immense system of espionage, 
“snoop and snitch” and a machinery patterned after 
the Russian O. G. P. U. Remember, this is a law 
emanating from the collective retail industry in part- 
nership with the government. Policing powers are 
not derived by implication that the entire judicial 
system of the United States is ready to pounce on 
every offender. 

The regulations require that in every case an em- 
ployer accused of violating the code is to be furnished 





with a copy of the code and a detailed explanation of 
the provision which he is accused of violating. 

It is obvious to most of us that many a merchant 
will make early errors in view of the fact that the 
codes cover so many provisions. It is likewise obvious 
that if properly notified, he will correct that error. 
It is also true that if he offends again, or shows stub- 
born refusal or indifference, that then the case goes 
to the National Compliance Director, who can order 
the withdrawal of the Blue Eagle and refer the case 
to the Federal Trade Commission or Attorney Gen- 
eral for appropriate action. It is no trivial matter to 
lose the Eagle or to pay a fine of $500 or six months 
in jail—or both—for each day such violation con- 
tinues. But the full weight of such action must not 
come without proper complaint, patient investigation, 
official warning, etc. 

One thing always to be remembered is that the 
code is the law of the retailer, by the retailer and 
for the retailer and as such the function of the com- 
pliance board is that of supervision, education and 
correction. Let us hope that the compliance boards 
are something more than offices of complaint and 
that the work is supervised by the voluntary work 
of well-informed merchants acquainted with the 
terms and practices at retail, These merchants 
should really serve as the high court for the code 
of fair competition. In the majority of cases they 
are qualified to pass on the terminology, phrase- 
ology and the balances between commercial truth 
and “word truth.” 

Common sense and commercial intent must be the 
basis of all decisions. Take for example the word 
“inaccurately’— that key word in the provision: 
“No retailer shall use advertising which refers inac- 
curately in any material particular to any competitor 
or his merchandise, prices, values, credit terms, 
policies or service.” It would take more than just a 
compliance officer to determine the exact shade of 
meaning in the term “inaccurately.” 

The “loss limitation” provision is one that needs 
[TURN TO PAGE 43, PLEASE] 
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What every merchant should know 
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@ Tue American WEEKLY is read by everybody in the fam- 
ily. It is the most interesting magazine in the world—it has 
to be, to be interesting to more than 5 million American 
families—more than 20 million people all told. This is the 
largest magazine audience in the world—the largest body of 
retail buyers. It pays to sell to them. And retailers can do it 


by featuring goods advertised in THe AMERICAN WEEKLY. 
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The American Weekly—what it is 


@ The American Weekly is the largest magazine in the world. It is distributed 
through 17 great Hearst Sunday Newspapers. In 529 of America’s 995 towns and 
cities of 10,000 population and over, The American Weekly concentrates 68% of its 


circulation. 


... and, in addition, more than 1,680,000 families in thousands of other commu- 
nities, large and small, regularly buy and read The American Weekly. 








In each of 93 cities, it reaches one out of every two families 
In 110 more cities, 40 to 50% of the families 

In an additional 157 cities, 30 to 40% 

In another 169 cities, 20 to 30% 












When writing advertisers please mention Boot and Shoe Recorder 
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St. Louis shoe executives who will direct N.S.R.A. convention. Left to right—Standing: Mark Edison, Edison Bros. Stores, Inc.; Walter B. 


Huette, Jr., Huette Shoe Co.; Irving Edison, Edison Bros. Stores, Inc.; Paul Burwald, Senack Shoe Co. Seated: A. J. 


Pauly, Stix, Baer & 


Fuller D. G. Co.; Harold N. Underhill, Scruegs. Vandervoort and Barney D. G. Co.; Arthur E, Ebbs, Swope Shoe Company; Marcus Rice, 
Famous-Barr Co., and Charles E. Williams, C. E. Williams Shoe Co.. David P. Wohl, Wohl Shoe Co., additional member of committee, was 
absent when photo was taken. 


To Broaden Convention Interest 


Program of St. Louis N.S.R.A. Meeting to 
Cover All Phases of Retail Shoe Distribution 


a an effort to widen 
the interest of the 23rd N.S.R.A. Convention to be 
held in St. Louis, Jan. 7, 8,9 and 10, Arthur E. Ebbs, 
St. Louis Convention Chairman, has increased his 
committee from six to nine members. 

The three new members added to the committee 
are: Mark Edison, Edison Bros. Stores, Inc., Paul 
Burwald, Senack Shoe Co. and David P. Wohl of the 
Wohl Shoe Co. 

“With the addition of these three outstanding shoe 
operators to my committee,” said Mr. Ebbs, “we are 
assured of being fully representative of the retail 
trade. The Committee includes shoe men engaged in 
every distributive branch of the business. The com- 
mittee as it is now organized makes it positive that 
no matter with what group a shoe man is affiliated, 
the business sessions, carefully planned, will provide 
practical shoe meetings, pertinent to the individual 
problems of his store. Each division of retail shoe 
distribution is adequately represented by men holding 
executive positions with their firms. 

“The three members of the convention committee 
who will organize the business sessions for the inde- 
pendent merchant are C. E. Williams of the C. E. 
Williams Shoe Company, Walter B. Huette, Jr., 


- 


Huette Shoe Co. and myself of the Swope Shoe Com- 
pany, all operating independent shoe stores, catering 
to the footwear needs of the entire family. They dis- 
tribute footwear in a wide range of prices and grades.” 

“Planned from a practical experience of years of 
shoe merchandising, a clinical appraisal of business 
under the NRA retail code will be made, with some 
suggested remedy to combat immediate store prob- 
lems. Business sessions based on facts, rather than 
theory, will promote unusual interest at all meetings. 

“To sustain the rapidly growing interest of the 
department store shoe buyers in the St. Louis N.S.- 
R.A. Convention, three members of the committee, 
associated with leading department stores in St. Louis, 
will direct the work of this group. All of the stores 
represented are affiliated with the large national buy- 
ing groups. 

“The three shoe executives are Marcus Rice, buyer 
and manager of the shoe department of Famous-Barr 
Company, and executive director of the shoe group 
of the May Department Stores; A. J. Pauly, buyer 
and manager shoe department, Stix, Baer & Fuller 
D.G. Co., and chairman of the shoe group of the 
Associated Merchandising Corporation, a world-wide 

[TURN TO PAGE 59, PLEASE] 
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If you were an 


I. MILLER 





DEALER — 























You should be backed up by 
a shoe merchandising li 
ization absolutely unique in 
the world. There isn’t room 
on this page to list the advan- 
tages to be derived from as- 


sociation with I. Miller. For 





|.MILLER 


WHOLESALE SALES DIVISION - LONG ISLAND CITY - 


example, our In-Stock de- 
partment, our advertising 
service, our basic last sys- 
tem, our sales training film 
service—to mention only a 
few. Write for complete in- 


formation. 





When writing advertisers please mention Boot and Shoe Recorder 


NEW YORK 












l, has been said that 
every important Fair has offered an opportunity to 
society to recognize some social trend. Looking back, 
we find that the Centennial Exposition in Philadelphia 
in 1876 played an important part in exploiting the 
Corliss engine, the telephone and other machinery 
made us conscious of the fact that this was the 
machine age. 

The World’s Fair of 1893 in Chicago reflected the 
trend of the times on the cultural side. Wealth had 
been accumulating for some decades and our people, 
given leisure, were going in for culture. Art, music 
and philosophy were the great themes of the World’s 
Fair of 1893—because people had yearnings in that 
direction and the Fair afforded a medium for their 
expression. The influence of a Century of Progress 
on civilization may not be determined until we can 
look back on it and on our present day culture with 
the perspective of a quarter of a century. But it 
seems evident that an increased interest in shoes is 
likely to result. 

The Fair was a walking proposition. Women 
found that they could not navigate the distance from 
the north to the south end, with all the by-excursions 
in between, in high heel shoes. Men found that the 
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Folks who visited the Century of Progress Exposition were made keenly foot-conscious by the necessity of walking long distances, as demon- 
strated by the throngs of people who surrounded this Foot Comfort S.rvice Station. The Scholl Mfg. Co. exhibit in the Hall of Science. 


Are Feet or Shoes at Fault? 


The Foot Lessons of the Fair, as Learned by Chicago Shoe Merchants 


By BERNICE J. CRIMMINS 


shoes they wore to business were not the shues for 
pounding the pavements of the Fair grounds. Thou- 
sands upon thousands of Fair visitors invaded the 
shoe stores and shoe departments of downtown Chi- 
cago. A tremendous volume of walking shoes and 
sport shoes were sold, which no doubt proved so 
comfortable that they will be worn at other times 
and places where formerly dressier types held sway. 
A Century of Progress may bring about a new trend 
in shoes. 

Interviews with representative Chicago shoe stores 
and departments brought out some interesting experi- 
ences with Fair visitors. 


* * * 


Martin & Martin, on Michigan Boulevard, sold 
many hundreds of pairs of low heel shoes during the 
Fair. They could see the Fair visitors coming down 
Michigan Boulevard direct from the Fair grounds 
and into their store, where they dropped wearily on 
the first chair available and demanded “Give me some 
shoes I can walk in.” They had to re-order on walk- 
ing shoes during August. They have a special shoe, 
[TURN TO PAGE 42, PLEASE] 
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Simplicity of design as illustrated in this seamless opera pump is 
the most stringent test that a leather ever has to meet. Note how 
exactly Tandrite Black Calf fits into this scheme, with what beautiful, 
satiny sheen it endows the shoe, how stylish and comfortable, too! 


Tandrite is tanned from selected calfskins, tanned “just rite” to 
give close grain, pliability, durability and exceeding comfort. In 
lustrous Black and all the newest colors that fashion has decreed. 


E. HUBSCHMAN & SONS, INC. 


TANNERS OF FINE CALF LEATHERS 
PHILADELPHIA 





Shoes by Gregory 
& Read Company, 
lynn, Mass. Opera 
Star Pumps. In 
stock. No. 7421. 
Hubschman’s Tand- 
rite Light Weight 
Black Calf. 
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A simple but very effective style shoe window by Irwin’s & Kline’s, Cincinnati, in which the arrangement of the pairs of shoes is particularly 
effective. They are shown on a series of shelves built up like steps of stairs and the placing of the shoes at different angles gives variety 
and added interest to the display. 


Style Shoe Windows Should 


Stress the 
New Elegance 


We're hearing a lot just now 
about the new elegance of this season’s fashions in 
feminine apparel, and what this tendency may mean 
to the shoe merchant. If it means anything—and 
most of the, fashion authorities seem to feel it means 
a lot—then certainly it implies that feminine footwear 
will be sold this Winter with the appeal of fashion as 
a dominant keynote. Shoes will be advertised in 
newspapers and publicized through windows as acces- 
sories supremely important in the achievement of this 
new elegance that everybody is talking about. Ad- 
vertising must reflect elegance and windows must 


New York Stores Are Playing Up 
Brilliant and Colorful Models in Eve- 
ning Pumps as Depression Gives 


Way to a New Note of Gaiety 


convey the same impression. As we emerge from 
drab depression, we must make our stores echo the 
gaiety that will signalize release from the dull cares 
that have afflicted us, from the inhibitions and pro- 
hibitions that promise soon to be numbered among 
the painful memories of a period everyone wants to 
forget. 

All this raises an interesting question as to whether 
the window displays of the immediate future are to 
stage a return to the colorful extravagance of 1928 
and 1929, whether the practical simplicity of the 
modernistic type of window is to give way to a rich 
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Busters are Buster Brown OHOES 


always upstairs 
with D> eatures 
—never in the f 


basement For « Bovs—for Girls 
e Wwawds Vos Gowngainy, - * SAINT LOUIS 


~ Also Manufacturers of Brownbilt Tread Straight Shoes 


ar dneunvane for men, and Brownbilt Tread Straight Shoes for women 
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Here is a good example of the type of window that seeks to sell the customer on a special construction feature of the shoe. It should 
appeal to the large group of customers who are interested primarily in foot comfort. 


and elaborate treatment that will be more in line with 
the new note of elegance in this season’s apparel. 
While it might be logical enough to look for some- 
thing of the sort, we do not expect to see it. In the 
first place it is perfectly possible to convey the impres- 
sion of fashionable elegance through the medium of 
modernistic window treatment; in the second it is 
the practical thing to do in a season when costs of 
selling are increasing from other causes and it is 
extremely essential to keep the expense of window 
promotion within reasonable limits. 


Wether or not we may elect 
to stick to the straight lines, cubes and prisms of the 
modernistic window, we must, nevertheless contrive 
to inject a new note of fashion appeal into our wo- 
men’s shoe windows so that the shoe trade may share 
in whatever benefit may come from this year’s fashion 
elegance. There are a multitude of ways in which it 
can be done. A number of New York stores are do- 
ing it right now by dramatizing the opera pump in 
special sections within the store, in window displays, 
newspaper ads and a variety of other ways. The 
method here is to spotlight a special group of shoes 
and show their fashion significance as a complement 
for the elegant evening costume. Thus Macy’s de- 
velops an “Opera Place” section in their shoe depart- 
ment, featuring the opera pump. This departure is 
publicized in a Broadway window by showing a beau- 
tiful collection of opera pumps for evening wear in 
richly colored leathers and fabrics. The background 
of the window is an illustration of the Opera in Paris 
and the result is very effective, although simple and 
within the reach of the average shoe store which fea- 
tures this class of merchandise. 





Shoe windows this season are showing a distinct 
improvement from last year in that they are mostly 
windows of the selling type, which emphasize some 
constructive sales argument other than price. Even 
the price windows are more constructive, for they 
seek to emphasize values or to give a convincing rea- 
son for buying shoes now. The Regal windows, 
which show the rising market trend for leathers and 
shoe materials of all kinds, in contrast with the rela- 
tively small advance in retail shoe prices, are the best 
examples of this sort of window selling that we have 
seen to date. 

Many of the orthopedic stores are doing a better 
job in selling foot health and shoe construction fea- 
tures designed to correct foot tendencies that are ab- 
normal and to afford relief and comfort. The window 
which we illustrate this week from The May Co., 
Cleveland, is an excellent example of this type of 
window that seeks to educate the public in special 
features of shoe construction. Some merchants feel 
that the general public isn’t especially interested in 
shoe construction features. The answer is that it all 
depends upon how the demonstration is carried out. 

A lot of people are interested in almost any kind 
of mechanical display. These are the sort of folks 
who like to take anything apart and see what makes 
it go. You can almost always find a group of inter- 
ested lookers-on of this type in front of any window 
that shows the parts and interior construction fea- 
tures of a shoe—or anything else for that matter. But 
often these people are mere curiosity hunters, and 
not the people who are likely to buy the shoes fea- 
tured in the window. Therefore, it is essential to 
build the display around some feature of the shoe 
that will easily command the attention of the par- 

|TURN TO PAGE 42, PLEASE] 
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Top” 


SLIPPERS OF DISTINCTION 


QAZ—-2Z2zm<m 


Kid D’Orsays 


In - Stock, All 
Colors, A and C 
Widths. Soft 
Kid and Hard 
Soles 

$1.25 to $2.00 


BRAID 
TRIMMED 
D’Orsay 


801—Black Open 
Shank D’Orsay 
Trimmed with 
Three Strand 
Braid. Colored 
Crepe Lining. A 
& C widths 


1.85 
Same in Satin 
$2.00 


INTERLACED 
MULE 


6049L — Calf 
Mule with Heel 
Seat Trimmed 
with Kid Inter- 
lacing — Kid 
Lined combina- 
tions — Brown 
with Dark 
Brown Trim, 
Patent with 
Red Kid .. 


TUPPER SLIPPER CORP. 





TALLULAH 3—Black Velvet Quarter | TALLULAH 2 — Satin |LEONA — Satin with 
and Heel—with three strand gold, | Quarter and Heel with | Silver or Gold Piping. 
pink and white kid Braid—18/8 Heel, |Satin and Silver or With Backstrap— 
$4.75 | Gold Kid Piping. Moe 18/B—-AA, A & B 


$4.50 | widths 


AA, A & B Widths 
Same in Silver Kid Quarter and Heel|Heel, AA, A 


with Gold and Silver Braid . $5.75! widths $3.50 
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presents The Season's 


SMARTEST STYLES 


YrseUZz>rn 


Satin Mule with 
Backstrap 
Trimmed with 
Coque feathers. 
All negligee 
Shades A and C 
Widths ...$2.00 


Corduroy Vel- 
vet Pyjama 
Sandat 


June—Open. Tod 
in Re@® or 
French B 
Corduroy — 
LinedAA an 
B Widths— 
14/8 Heel . .$2.25 


Kid or Cal? 
Operas In-Stock 
$1.35 to $2.35 


25 LAFAYETTE ST. 
BROOKLYN, N. Y. 
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Barr Dace, proprietor 
of The College Boot Shops, Los 
Angeles, has placed a line of mod- 
ernistic tables of various designs, 
practically all of them very low and 
no two alike, along the iine of the 
central aisle fringing that aisle for 
a distance of more than 60 feet. 
Each table is covered with orange 
monk’s cloth. 

On the pilasters along the walls, 
about 12 feet apart, he has placed 
panels covered with the same kind 
and color of cloth. Six modernistic 
shelves made of plywood each large 
enough for only one shoe are at- 
tached to the face of each of these 
panels. 

“The two arrangements,” says 
Mr. Dace, “especially the former, 
get the eye of the public and bring 
people in from the sidewalk. It is 
our aim to keep as many shoes dis- 
played on the tables and shelves as 
are shown in the windows. The 
plan has appreciably increased sales 


/ »9°and brought us many new custom- 





Unie control show 


cases serve a double purpose, says 
Mr. A. Sachs, manager of the shoe 
department at the Boston Store in 
Chicago. For one thing they in- 
form the buyer at once just. how 
his stock stands at any moment. 
They also make it possible for a 
. customer to see at a glance just 
what models she can select from, 
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by HARRY R. TERHUNE 
FIELD EDITOR 


thus saving her own time and that 
of the sales person. 

Here are displayed every model 
carried in stock with its proper 
number. A customer asking for 
any of these styles of shoes is 
shown the exhibit and her atten- 
tion called to various models that 
she may be interested in. When 
she expresses a desire to try on 
certain selected models these are 
brought out in her right size and 
wanted color. She is thus not 
pestered with a lot of merchandise 
she is not interested in. If she 
doesn’t care for any of the shoes 
exhibited the transaction can end 
right then and there without a lot 
of wear and tear on either cus- 
tomer or sales person. 

In speaking of the way this 
store handles women who come in 
asking for a certain brand of 
shoes Mr. Sachs pointed out that 
sales people are given strict or- 
ders as to the ethical way this 
should be taken care of. 

Mrs. Jones enters. “I want a 
pair of Blanky-blank shoes.” 

Clerk: pleasantly “We don’t 
carry that line, madam.” 

Mrs. Jones; “Can you tell me 
where I can get them?” 

Clerk (still pleasantly): “Cer- 
tainly. I will get the full infor- 


mation for you.” 

Sales people are not allowed to 
suggest another make (which this 
house carries) as being just as 
good or better than the wanted 


brand until the customer herself 
expresses a desire or willing- 
ness to look at other shoes. Even 
when she of herself offers to do 
this the clerk never draws un- 
pleasant comparisons between the 
two brands of shoes but carefully 
points out the various selling 
points of the shoe he is trying to 
sell. 

In speaking of this Mr. Sachs 
says: “I try to treat others as I 
would like to be treated myself. 
I believe that this is the right at- 
titude and that it is good business, 
too.” 





‘The Ritzi Shoe Shop 
at Huntington Park, Cal., owned 
and managed by Roy Garner and 
Charles Gagne, one of the most 
attractive shops in that city, by 
using a side wall stock room plan 
has put the stock out of sight but 
not out of reach. 

Naturally in this class of store 
it is desired that the sales room 
shall have the salon appearance 
with only minor display units. The 
stock room with shelving on either 
side and not more than five feet 
in width skirts the entire length 


.of the salon and is entered by 


three great archways set off with 
beautiful velour draperies. The 
sales person when going to the 
shelving for shoes to fit merely 
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THE ARISTOCRAT OF FLEXIBILITY 


























Si9.F 





This modern shoe, distinguished 
for grace and flexibility, is made on 


standard WAC equipment. 


The insole can be 


FULL or SKELETON 


(for added flexibility). 


The outsole may be attached by chain 


stitch, lock stitch, or by cement. 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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steps out through the archway 
which means no greater distance 
than to the average wall shelving 
in the average shoe store. 

This long, narrow stock room is 
divided in so far as stock arrange- 
ment is concerned into three sec- 
tions each reached by an archway. 
The rear section is devoted to arch 
support and orthopedic shoes, the 
central section is devoted quite 
largely to shoes of a comfort or 
sport type, and the front section 
more to popular and novelty types. 

“The act of leaving a customer 
while going for shoes in a rear 
room is bad psychology,” says Mr. 
Garner, “and we have gotten en- 
tirely away from that. There is 
always a chance also of hurting 
the prestige of a shop when em- 
ploying new sales people and ex- 
tras if the shoes are on shelving 
in the sales room, for it too fre- 
quently is necessary for such sales 
person to ask one of the older 
ones too many questions on where 
this is or where that is. Under 
our plan the new sales person or 
extra can ask for information in 
the side wall stock room without 
disturbing the confidence of the 
customer. 

“The fact that the archways 
break the continuity of the wall, 
and the draperies give a rich touch 
to the room is another point which 
we think is worth while. We have 
chosen the heavier darker colors, 
red and black with a touch of 
silver to fit in with the draperies 
used. Wall hangings are used on 
the opposite wall to balance the 
weight of the drapery treatment.” 

The street address of the Ritzi 
Shoe Shop is 6411 Pacific Boule- 
vard. 





ochrounds and foundations 
of bright colored cloth have re- 
cently greatly increased the ef- 
fectiveness of window displays at 
the Best Shoe Co., Denver. 

The colors used ate varied ac- 
cording to the seasons. For ex- 
ample, one early spring window 
was decorated in bright pink and 
another one in brilliant yellow. 

The pink trim was worked out 
as follows: Background and floor 
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of the two windows were com- 
pletely covered with a light weight 
pink velvet. Then, strips of green 
cloth were pinned across the back 
wall in the middle to break the 
straight lines of the decoration, 
and were fastened around the 
edges of the floor cloth. From 
this same green material, the let- 
ters in “Spring Footwear,” and 
figures used in the price were cut. 
These were fastened on small 
pieces of cork and fastened to the 
pink background. The effect was 
a striking one, due to the color 
contrast. Black shoes showed off 
particularly well in the display. 

The material costs only about 
20 cents a yard, according to man- 
ager S. C. Mozer. The two win- 
dows took about 35 yards of the 
goods. “The cost was a small 
item compared to the extra busi- 
ness we got,’ Mozer said. 





F is the unusual selling 
and promotion plan that secures 
the extra business every shoe de- 
partment manager wants. It is 
the unusual that brings customers 
into one department rather than 
another. 

After many years of merchan- 
dising the Levine Drygoods Co. 
of Capitol Hill, a suburb of Okla- 
homa City, have found this out. 

The “currency” is issued by a 
group of the suburbs stores to 
customers in various denomina- 
tions, being given to the customer 
with his or her purchases, dollar 
for dollar. Once each month a 
community auction, to which each 
merchant has contributed some 
merchandise, is held and custom- 
ers buy, at auction with this ‘cur- 
rency,’ the merchandise. 

Almost as soon as the plan was 
started Levines found their shoe 
business increasing, many cus- 
tomers purchasing who would 
either have taken their business 
elsewhere or would have put off 
the purchase. 

The freshness of the plan, its 
difference from other promotion 
schemes and the unusual appeal it 
has to customers, make it worth 
considering. 


A good sign 
with plenty of punch seen in 
Dalsimer’s window, Philadelphia, 
reads :— 

“Choice of the Boy Himself. 
Dalsimer Shoes pass every test by 
Boy or Parent. Boys like them for 
their mannish character. Parents 
approve their long wear, comfort 
and thrift.” 





dd 
= Events”, 


novel two day promotions, have 
proved highly effective sales pro- 
ducers for the shoe department of 
the Denver May Co. The idea 
was first tried out last fall, and 
it proved so successful that it was 
used again in March of this year, 
diferent departments being rep- 
resented for two days each 
throughout the entire month. The 
series of promotions will be held 
regularly twice a year. 

Special prices on featured items 
were offerd for two days only, 
stock then going back to the 
regular price. The sale was an- 
nounced in newspaper advertise- 
ments, and was played up in large 
green showcards located at con- 
spicuous points in virtually all de- 
partments. An unusual layout was 
used for advertising material. 
The word “Dominant” appeared 
at the bottom in small letters. 
The top of the D extended along 
the side of the ad to the top. 

The shoe department event was 
one of a series representing all 
of the more important store de- 
partments. The large crowds 
brought to the store every day by 
the special features in one depart- 
ment meant extra business for all 
sections. The shoe section’s “dom- 
inant event” brought in many new 
customers and moved a large vol- 
ume of merchandise. The other 
events also indirectly sold a lot of 
shoes. 

“There is a marked difference 
between a legitimate and an ille- 
gitimate sale,” buyer Max Lack- 
ner points out. “The ‘dominant 
events’ are legitimate sales because 
prices are down only for a very 
limited time. The principal pur- 
pose was to get store traffic.” 














ey ene eae 

















Aah aaa i len et NI 


er 





cea 









Boor AND SHOE RECORDER 
combining THE SHOE RETAILER, Nov. 11, 1933 





37 


To Give Retailers Pre- View of Spring 


National Seasonal Opening in New York Next 
Month Will Disclose Trend of Styles and Prices 


LANS for the December Seasonal 

Opening of the National Boot and 

Shoe Manufacturers’ Association, 
to be held at Hotel Commodore, New 
York, December 5 to 8, are now fully 
developed and reports indicate an in- 
creasing interest which is expected to 
result in a successful and well attended 
exhibition. 

The Seasonal Opening will follow 
closely in its general plan the openings 
held in the past two years, because it 
has been virtually the unanimous opin- 
ion of merchants and manufacturers 
who have expressed themselves on the 
subject that this is the type of show 
which is of most practical value to the 
industry. The National Seasonal Open- 
ing is, frankly, a business exhibition, 
not necessarily in the sense that it is 
expected to produce a great volume of 
orders, but at least to the extent that 
it has no other object or purpose than 
to provide an opportunity to retail shoe 
merchants and manufacturers’ repre- 
sentatives to meet one another at a 
convenient place, at a time that is suit- 
able to both and under conditions that 
will enable them to consider seriously 
and thoughtfully the merchandise 
which will be required for next season’s 
business. 

The show is not held for the purpose | 
of entertainment and it is assumed | 
those who participate will come pri- | 
marily for a business purpose. The | 
objective will be to give the retailers | 
every possible opportunity to inspect 
the lines in which they are interested 
and to contact representatives of manu- 
facturers without being hurried or dis- 
tracted. Visitors will be spared any 
distractions that might tend to prevent 
them from getting the most out of their 
expenditure of time and money. Every 
visitor will be perfectly free to plan 
the utilization of his time as he may 
individually see fit, but the retailer 
whose time is limited and who wants to 
inspect as many lines and contact as 
many sources as possible in the hours 
at his disposal will be afforded every 
opportunity of doing so. 

In formulating this general policy, 
the Manufacturers’ Association has 
recognized that this is a year in which 
the merchant, as well as the manufac- 
turer, has serious problems to consider 
and that both merchant and manufac- 
turer are keenly desirous of obtaining 
all of the available information which 
will be of value to them in planning for 
the season ahead. It is believed that 
the National Seasonal Opening should 
serve as a clearing house for such in- 
formation, covering the field of style, 
price trends and the general trade 
outlook. 

Merchants who are afforded the op- 











portunity of talking freely and frankly 
with representatives of various manu- 
facturers and of inspecting the lines of 
merchandise which have been devel- 
oped for the coming season will be in a 
position to return to their stores and 
plan intelligently for the future. Manu- 
facturers who have learned the reac- 
tion of a large number of important 
buyers to their lines will be similarly 
enlightened. The retailer can dispose 
of the stocks on his shelves and plan 
his future buying on the basis of in- 
telligent information. The manufac- 
turer can further develop and perfect 
his lines with a full knowledge of the 
retail viewpoint. Both retailer and 
manufacturer will be protected from 
the unfortunate consequences of error 
that might otherwise be made. The 
entire industry will profit by a new 
element of stability, which is recog- 
nized as one of the vital needs of the 
time, and to obtain which industry and 
government are co-operating in a 
closely co-ordinated effort to bring 
about betterment for all. 

It is assumed that the merchants and 
buyers, as well as the manufacturers 
who participate in the National Sea- 


Who's Afraid of the Winter? 
[CONTINUED FROM PAGE 17] 


feminine charm of the old-fashioned 


| carriage boot, plus a new grace of line 


possible only with molded rubber. It is 
styled of course to go with ermine or 
ermine-trimmed wraps and their white 
rabbit cousins. 

Both models shown have water- 
proofed fur trimming and a ghillie 
effect lacing, backed up with a tongue 
for protection. This detail obviously 
—and cleverly—is taken from the 
Winter shoe mode. The lady all 
wrapped up for a cold football game, 
sports a foot muff and rug in a new 
lightweight and super-warm alpaca. 


Let’s Go Hunting for Those Extra 
Men’s Pairs 
[CONTINUED FROM PAGE 15] 


even for Winter wear unless it was 
perforated. The pattern man has 
turned out a new model. Note the short 
vamp, the four eyelets and the small 
ankle opening. A good rich brown 
shade accounts for the great majority 
of sales on shoes of this character. 

All of these six shoes shown are in 
the novelty class. They are presented 
with the idea that nearly every store 
selling men’s shoes needs a sales tonic 











sonal Opening, will be of the intelligent 
forward-looking class who are deter- 
mined to put their business in line with 
the new and important trends which 
will characterize the era of recovery. 

The National Boot and Shoe Manu- 
facturers’ Association is planning its 
National Seasonal Opening with the 
needs of this class of forward-looking 
merchants and manufacturers pri- 
marily in view. It will be of as much 
interest to the small merchant as the 
large merchant, if he is of that large 
class of merchants doing a moderate 
volume of business but endeavoring to 
operate along sound and constructive 
lines, with a view of building for the 
future. 

Indications point to a large attend- 
ance of merchants of this type from 
all sections of the country, and on the 
basis of present prospects the associa- 
tion is looking forward to and planning 
for the most successful National Sea- 
sonal Opening thus far conducted un- 
der its auspices. The new spirit of 
confidence and courage for the future 
that is being manifested throughout 
the business world gives a logical basis 
for this expectation. 


| at this time of year in the shape of a 


brand new shoe or two. It is the pro- 


' moting of new styles which goes a long 
| way in getting desirable double headers. 


Goodwin Reenters Business 


WASHINGTON, IA.—Fred Goodwin, 
who operated a shoe store here three 
years ago, has reentered business, do- 
ing business as the ACE Shoe Shop in 
a new location on East Washington 
Street. 


Eliminates Wrapping Desk 


LOUISVILLE, Ky.—The Boston Shoe 
Store has a wrapping arrangement in 
their store which greatly saves time 
as well as improves the appearance of 
the store. Their shop is arranged as a 
salon in front where the high quality 
shoes are sold and a wrapping desk, 
no matter how well managed creates a 
certain amount of confusion. So all 
shoes at the Boston are wrapped in the 
basement, sent down by a small en- 
closed dumb waiter elevator. This not 
only enables the shoes to be wrapped 
quickly without the unsightly counter, 
but is a great saver of steps in send- 
ing empty boxes down stairs or in 
bringing up reserve stock. It also 
makes for efficiency in economizing time 
in getting new numbers from stock. 
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AUTHORIZED 


NRA CODE OF FAIR COMPETITION FOR THE 
FoR A SELLING PROFIT IN 1934 


REDUCED RAIL- 
ROAD RATES 


The lowest rates 
ever allowed an 
N.S.R.A. convention 
have been granted 
to all states west 
of the Mississippi 
River. Other terri- 
tories favored with 
reduced convention 
rate. 


NAT I 


All shoe men, operating under the NRA code, are 
faced with new merchandising difficulties. Prob- 
lems that must be solved to earn a profit. 

Shorter work hours—new wage scales—adjusted 


shoe prices—more accurate buying plans, all are 


included in this newly born era of shoe retailing. 


YOU will find answers to many of these involved 
questions at the business sessions of the N.S.R.A. 
Convention. 

Successful business men, from a broad shoe ex- 
perience will propose practical, workable mer- 
chandising plans, to meet 1934 operating condi- 
tions. 

Regardless of size or type of store, no shoe man 
can hope to muddle through next year. 

To pave a path of profits in 1934 you must know 
—not guess. 


ONAL SHOE 


Convention Headquarters 
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UNDER 
BOOT AND SHOE MANUFACTURING INDUSTRY 


START WITH A BUYING ADVANTAGE 


You can't hope to maintain volume or improve 
profits in 1934, unless your shoes are bought right. 
Your prices must be competitive with other stores. 





nl 


The N.S.R.A. convention provides an oppor- 
tunity to investigate many lines, contact new buy- 
ing sources, compare price lines, study style trends, 
appraise values and grades. 


Timely staged at the beginning of the new year, 





safe buying schedules can only be made after your HOTEL AC- 
December inventory. a 


Leading manufacturers from every important pore 
are : mple hotel ac- 
market will display the approved Spring styles. Not  commodations in the 


trials but accepted fashions. area of activity for 
: ; f 12,000 persons. No 
Your investment of time and money attending increase in rates. 


the N.S.R.A. convention will pay daily dividends in Send for reservations 
sales and services. immediately. 
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Plan now to come. 
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Lights and Colors Prime Factors 





Arthur’s Bootery in the Bronx, New York City. 


x or a number of years 
while Arthur Yohalem was connected with some of 
the representative New York City retail shoe stores, 
he kept thinking just what he would do when he had 
his own store. Last Spring he formed a partnership 
with Sam Kaplan and together they started Arthur’s 
Bootery at 1015 East 163rd Street, in the Bronx. 
Then he had the opportunity to put in actual practice 
some of the things which had been in the back of his 
mind for some time. Many of these ideas were not 
practical for the big stores in which he worked, but 
they were ideal for the smaller store in the neighbor- 
hood location. 

Take windows, for example. Yohalem believes that 
shoe store windows should not only be powerful 
enough to stop the casual passerby, but that they 
should be interesting enough from an artistic and 
merchandising angle to make the potential customer 
walk in the store. If the passerby is not a potential 
customer, the windows should be clever enough to 
cause favorable comment. 

Right now nothing is in the public mind more than 
the NRA. What with codes, industrial fights, parades, 
corner speakers, a million women talking NRA and 
the newspapers devoting almost the entire front’ pages 
to this vital topic of interest, Yohalem did his part by 
installing an NRA window that proved to be the talk 
of the Bronx. 

Unfortunately the picture of the window herewith 
reproduced can not be given in the original colors, so 
a word picture by Yohalem as to how he worked out 
this trim: 

“There is considerable carpenter work in this win- 


in Windows 


How a Bronx Shoe Man 
Builds Displays That 


Bring Customers in to 


Ask for Featured Shoes 


dow and a lot of painting. It is one of those trims 
which must be planned out very carefully in advance, 
else the whole idea will be lost. Furthermore, it costs 
real money to make. Our windows are comparatively 
small, yet it costs us in the neighborhood of $150 to 
do a real job. 


dd 

Now for an idea as to the 
colors and how the trim was fashioned. The back- 
grounds are of a reddish brown and the floor is a 
light tan with a reddish border. Both flooring and 
hackgrounds are of velveteen. The NRA placques, 
the eagles and the stars are made of Beaverboard and 
painted a silver tinsel. Letterings are red, white and 
blue, on the placques. 

“Those signs on the side of the NRA emblem are 
also of silver color and are changed each two weeks. 
The platform underneath the placques is also of 

Seaverboard and the top is silver, while the sides are 
a gold color. 

“During the hours the store is open, a spot is 
trained on the placques and all the regular window 
lights are kept on. After closing time and until 1 a. m. 
just the spots are used, together with a novel little 
feature that we have worked out here. 

“This feature has to do with those goldfish looking 
globes down the front of both windows. And try this 
out if a real novel night trim can be used. There is a 
40 watt lamp under each bowl and some new shoe’: 
which can be well featured rests on the bowl. Right: 
now one bowl is covered with red cellophane and the 
other with blue cellophane. Sometimes we have used 
green and yellow, or other colors.” 
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Silhouwelts are practical 


and serviceable shoes. 


They meet the demands 


of modern fashion. 
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Are Feet or Shoes at Fault? 


[CONTINUED FROM PAGE 28] 


an English brogue walking shoe, which 
they usually stock about the first of 
September for Fall wear. This year 
they had to stock it the first of August, 
because customers were familiar with 
the shoe and it came to their minds 
first when they were seeking a comfort- 
able shoe for the Fair. The factory 
commented on the early stocking of 
this shoe. Martin & Martin have al- 
ways catered to men and women who 
want a comfortable type of shoe in a 
fine grade, and the Fair was right 
down their alley. They displayed 
walking shoes in their windows and 
used cards and signs tying in with the 
Century of Progress. They have a 
good size mail order business, and 
customers here for the Fair came in to 
be fitted. Many acquaintances were 
renewed in this way. 
a *” * 

Florsheim Shoe Co., on Jackson 
Boulevard and Wabash Avenue, en- 
joyed increased sales during the Fair 
because the out-of-town people were 
either incorrectly fitted or wanted to 
buy a pair of shoes while in Chicago. 
“Give me some comfortable shoes” and 
“Stretch these, please” were frequent 
requests. Their suggestion to mer- 
chants for future fairs and outdoor 
events is to show ventilated shoes. They 
had a lot of them and sold them. 

* * * 

In an interview with W. J. Gibbs of 
Marshall Field & Company, it was 
learned that they anticipated just what 
came about—that the Fair would bring 
out the weakness cf footwear. They 
built a special line of shoes adaptable 
to walking and correct posture, and 
even stamped them and named them 
“Century of Progress Shoes.” Both 
their Aristo and Arch Preserver lines 
carried the bottom-stamp “Century of 
Progress Last.” They sold thousands 
and thousands of pairs. Marshall 
Field have built a large corrective de- 
partment which is known all over the 
country, and the value of this knowl- 
edge brought them a_ tremendous 
volume of sales. 

ca * * 

The Hub shoe department, on State 
Street, had some customers—not a 
great many—who were forced to buy 
new shoes while here for the Fair be- 
cause they had not been properly 
fitted. They were from small towns, as 
a rule, where the shoe merchant did 
not carry all sizes and widths. One 
man was wearing a size 7%D when 
his foot measured 9B. The clerk who 
took care of this man was familiar 
with small towns, and he ventured the 
information that in some towns the 
merchant has to sell the customer what 
he asks for or lose his patronage. If 
the customer asks for a shoe which 
the merchant knows is too small for 


him or her, the merchant either sells 
the size asked for or loses a sale. An 
effort to enlighten the customer is met 
with resentment. The Hub had some 
men drop in to have their shoes 
stretched, but they attribute this to the 
long hours on the feet rather than to 
incorrect fitting. Folks just aren’t 
used to being on their feet as much as 
is necessary to see a Fair, and when 
they are called on to walk a great deal 
they are very foot-conscious. 
* ok * 


I. Miller & Sons, State Street, re- 
ported an increase in sales during 
August, but on high-heel shoes. They 
specialize in high style shoes, and the 
women who bought their shoes were 
those who wanted the pretty things to 
take back home. There is a thrill in 
buying clothing and footwear in a big 
city. Mr. Silverman, the buyer, ex- 
pressed the opinion that the Century of 
Progress required no more foot work 
than a game of golf. The only dif- 
ference is the Fair visitors did not 
have a golf club and a ball to hit 
around. Shoe them comfortably as you 
would for golf and they have no 
trouble walking around. In this day 
of social activities—teas, bridge, din- 
ners, etc.—high heels are worn a great 
deal. Mr. Silverman cited an experi- 
ence he had recently. At a _ polo 
match at the Onwentsia Country Club, 
where the elite gather, most of the 
women were not properly shod for a 
polo match. They were going to din- 
ner after the match—therefore, wore 
dress shoes. Mr. Silverman feels that 
all women should have low heel shoes 
in their wardrobe, not only for an Ex- 
position, but for shopping and walking. 
I. Miller & Sons have smart low-heel 
shoes and sell lots of them, and feel 
that women are realizing more and 
more the importance of wearing low 
heel shoes while on their feet a great 
deal. 


* * * 


Walk Over Shoe Store, State Street, 
report 75 per cent of the shoes sold to 
Century of Progress visitors were low- 
heel walking type shoes. The Fair 
visitors did not come prepared to be on 
their feet for hours at a time; realized 
the necessity for comfort after being 
here a day; therefore, bought shoes 
that would give them comfort. They 
fee] there are more low heels being 
worn today than ever before because 
of the popularity of sports apparel for 
daytime wear. Low heels, of course, 
tie in perfectly with this sportswear 


mode. 
cad ok * 


F. E. Foster & Company designed a 
shoe for the Fair called the “Cent-O- 
Prog.” It sold so well that,they have 
stocked it for Fall in dark shades. They 
enjoyed a large volume of business 


from Fair visitors, approximately 40 
per cent of them from out of town and 
60 per cent city people. The assistant 
buyer interviewed expressed the opin- 
ion that if the Fair lasted much longer 
it would have brought about the great- 
est walking stick era we have ever 
known. Men carried them at the Fair 
and found them very convenient for 
leaning on while standing and talking, 
and they were seen all over the city 
as well as in the Fair Grounds. 
* * * 


R. Blake, of Cutler’s, State Street, 
says they sold lots of medium and low 
heel shoes, and could have sold lots 
more if they had anticipated the de- 
mand. In whites they sold three pairs 
of low heel shoes to one pair of high 
heels. They also had a demand for 
longer shoes, which proved people were 
going in for comfort. Mr. Blake’s sug- 
gestion to merchants is that they pre- 
pare for outdoor events by having a 
good stock of street shoes and sport 
shoes—not too open. These open pat- 
terns do not give the support they 
should, and permit all the dust and 
dirt of the Fair Grounds to sift through 
the open work. 

* * * 


The “ricksha” boys didn’t mind it a 
bit if the visitors to A Century of 
Progress wore the wrong kind of shoes. 
Tired feet meant “customers” and cus- 
tomers meant expense money for col- 
lege. But those who attended the Fair 
learned their lesson—that if they are 
going to walk, and walk in comfort, 
they must have walking shoes. Any 
merchant who is looking forward to an 
Exposition or some outdoor event in 
his town or city, and who displays 
plenty of comfortable shoes in his win- 
dows, is sure to sell lots of them. Peo- 
ple are comfort-conscious during these 
outdoor events, and those who came im- 
properly shod to A Century of Progress 
won’t make the mistake a second time. 

* * * 


Style Windows Stress Elegance 
[CONTINUED FROM PAGE 32] 


ticular group of people to whom the 
display is directed. In the case of a 
corrective shoe it will naturally be the 
group that happens to be afflicted with 
the foot ailment which the shoe is de- 
signed to correct. 

If it is an arch shoe, dramatize the 
arch feature in some striking way, by 
means of a large-size illustration for 
example, such as usually can be ob- 
tained from the manufacturer as a 
part of his dealer’s service. Once you 
have caught the attention of the fellow 
you are trying to sell, you can lead him 
by degrees to a study of the construc- 
tion features of the shoe and an exam- 
ination of the shoes themselves. But 
don’t forget that every successful win- 
dow has to be planned with the idea 
of first stopping the customer who is 
likely to be interested in the merchan- 
dise featured, and then building up his 
interest to the point that will make him 
wish to buy. 
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No Place for “Snoop and Snitch” 


[CoNTINUED FROM PAGE 22] 


costs accounting and statistical interpretation if it is 
to be effectuate in each case in the light of the intent 
of the code. 

One final thought comes from Dr. Malcolm P. 
MacNair, Professor of Marketing, Harvard Uni- 
versity. He says: 


“As regards the great mass of small unorganized retailers, 
it is hard to see how the retail code will have much direct 
effect because of the exceedingly difficult problems of polic- 
ing and enforcement. Nevertheless, the position of many 
of these small retailers may be somewhat ameliorated by 
reason of the handicaps imposed on their larger and more 
efficient competitors. Whether or not this state of affairs 
will constitute a social gain and a boon to consumers is a 
question for the economic historian of the future to an- 
swer. But it may be observed in passing that if, by any 
chance, our present administration visualizes its interference 
with business as leading to some form of State socialism, 
it is curious that a procedure should be encouraged which 
may have the effect of crippling those types of large-scale 
retail distribution that will be most needed under any form 
of a collective economy.” 


There may be evasion and avoidance of the terms 
of the code but in the main they will not be inten- 
tional. The sound, solid, substantial merchant body 
will live up to the code for it is the collective law of 
the land. ; 


Getting the Kiddies’ Trade 


Woonsocket, R. I.—Stone’s Booterie, of this city, 
has developed an enviable business in the children’s 
shoe department, located in the basement of its store. 
This department was installed to make children want 
to go to Stone’s, and the store management finds that 
where the mothers go for their children’s shoes, there 
they also look for their own shoes, which makes this 
playground a booster for their entire business. 

Running parallel to the staircase is a slide by which 
the kiddies land quickly in the basement department, 
and many’s the time they run up the stairs and down 
the slide while their brothers and sisters are getting 
fitted, which keeps them from getting uneasy and 
thus spoiling additional shoe sales. Fairy tales in 
pictures on the wall hold the kiddies’ attention while 
they live again the fanciful stories they know so well. 
Hobby horses also find considerable favor. 

To each child visiting the department, some sort of 
a novelty or small toy is given which helps to get the 
return business. 

In the early Fall, states Everett J. Hanson, man- 
ager, they plan to hold parties in this “world of 
fairies.” The price of admission would be the pur- 
chase of a pair of shoes which allows the boy or girl 
to come and bring theit friends. Mr. Hanson believes 
this will bring new customers to his store for the 
visitors will like the department, and ask to go there 
for their next pair of shoes. 

Shoe stock is kept in a small adjoining room, none 
being shown, except for a wall display, in the outer 
department. 
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SLIPPER DYEING 


MADE FASY WITH 
CAVALIER 


SPECTRUM a DYES 




















* A * 
DESIRE for color in evening 


footwear has given the shoe man a ready market 
for white fabric slippers dyed or tinted to please 
the fancy of the customer. / 


The Cavalier Spectrum Dye set offers alert re- 
tailers more advantages at small cost than any 
other set on the market. Complete in every de- 
tail nothing has been overlooked, dyes that make 
‘any shade, brushes, graduates, mixing cups, lining 
white, sole finish, instruction book, color guide, 
even a wood cabinet to keep all together. 


The chemical make-up of Cavalier Spectrum Dyes 
is such that you can easily produce rich, beautiful 
coloring without streaking, and may be applied 
with brush, cotton batting, cloth or a sponge and 
give uniformly good results. 


SPECIAL 


PRICE 











Ry 6. 


Write today for more descriptive leaflet giving data re- 
garding Cavalier Seasonal Color Service and the many 
other services rendered Cavalier Customer: 


CAVALIER CORPORATION 


BALTIMORE MARYLAND 
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| The Last Modeler knows that the toe of the 
Th ¥ A ST last is of vital importance to the beauty of | 

e the shoe ... His efforts may be easily de- 
stroyed, however, by bulk and lack of uni- 


formity in materials used that do not follow 
and the the allowances of his design. 


Celastic has been accepted by many Last 
Designers and Style Men as a material that 


| will always reproduce a picture of their art. 
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Interpretations of 


the Retail Code 


The Loss Limitation Clauses Explained and 
the Exceptions for Christmas and Peak Periods 


WASHINGTON, D. C.—The National 
Recovery Administration releases the 
following interpretations, prepared 
after consultation with the National 
Retail Trade Council (on the board of 
which the retail shoe industry is repre- 
sented by A. H. Geuting and Ward 
Melville) : 

Explaining the operation of the 
President’s Executive Order of October 
23, it was pointed out that the Retail 
Code does not apply to retailers em- 
ploying five persons or less whose stores 
are located only in towns under 2,500 
population not in the immediate trade 
area of a larger town. Any person 
working in the store except the pro- 
prietor, whether the person is a full 
time or part-time employee, is to be 
counted as a person employed by the 
store. It was made clear that unwar- 
ranted reductions of employees for the 
purpose of coming within the exemption 
granted by the Executive Order would 
be considered a subterfuge to violate 
the spirit and intent of the Retail Code. 
A town is to be considered within a 
larger trading area if it is in a Metro- 
politan District, as defined by the Cen- 
sus, or if its boundaries touch the 
boundaries of a city or town with a 
population over 2,500. 

Information as to the Retail Code can 
be obtained from the Retail Trade As- 
sociations, the local Compliance Boards, 
or the District Offices of the Depart- 
ment of Commerce. Requests for inter- 
pretations are to be made to the Re- 
covery Administration at Washington. 


Loss Limitation Provision 
Article VIII of the Retail Code— 
the loss limitation provision—means: 
(1) No retailer shall sell mer- 
chandise below the amount such mer- 





chandise costs him from the whole- 
saler or manufacturer (except as 
noted below). This provision be- 
comes effective upon the effective 
date of the code, regardless of 
whether the Retail Trade Authority 
or the Retail Drug Trade Authority 
shall have fixed an allowance for 
labor costs. 

(2) The cost to the retailer 
means the actual net delivered cost 
or current replacement cost, which- 
ever is lower. 

(3) As soon as (but not until) 
the Retail Trade Authority or the 
Retail Drug Trade Authority fixes an 
allowance for wages of store labor, 
the selling price of any article must 
include, besides the actual cost to the 
retailer as above defined, the allow- 
ance so fixed for labor cost. 





DATES TO REMEMBER 


Thanksgiving ................. November 30 
30th Annual Convention, National Boot and 
Shoe Manufacturers Association, Hotel 
Commodore, New York........ December 4 
National Season Opening, Hotel Commodore, 
awe Vath 2... cccccccccecss December 5-8 
CUNO oon nicee eck cccccccues December 25 
New Year’s Day ............ January 1, 1934 
National Shoe Retailers Annual Convention 
at St. Louis Jan. 8,9, 10, 1934 
Middle Atlantic Shoe Retailers Association, 
20th Meeting and _ Exhibition, Hotel 
Adelphia, Philadelphia. .Jan. 22, 23, 24, 1934 
Northwestern Shoe Retailers Regional Asso- 
ciation at Sioux City..... Feb. 5, 6, 7, 1934 
Indiana Shoe Buyers Eleventh Annual Con- 


vention. Claypool Hotel, Indianapolis, 
CNMI cS cececcuscerwce Feb. 4, 5, 6, 1934 
BNO 6 des Phecsecoddedccwces April 1, 1934 











Any retailer may sell merchandise 
which is identical or essentially the 
same as his competitor’s merchandise 
at the same price as the competitor 
sells such merchandise, if the com- 
petitor’s price is not below the mini- 
mum price set by this Article. A 
retailer who reduces his price below 
the minimum otherwise allowed in 
order to meet a competitor’s price will 
not be deemed to have violated the 
code if he notifies the local retail 
trade committee of what he is doing, 
even though it happens that the com- 
petitor’s price is set in violation of 
the code and the retailer would there- 
fore otherwise be violating the code. 

Stores engaged principally in sell- 
ing products not covered by the Re- 
tail Code are not bound by the wage 
and hour provisions of the Retail 
Code even though such stores sell a 
few of the products which are cov- 
ered by the Retail Code. 

Because of the approach of the 
holiday season, it is well to remem- 
ber— 

Part-time employees shall be paid 
a minimum wage not less than at an 
hourly rate proportionate to the rates 
prescribed in the table. 


1. At Christmas, inventory, or other 
peak times, for not over two weeks in 
the first six months of the year nor 
over three weeks in the last six months, 
employees may work in excess of the 
normal hours (and without requirement 


as to overtime pay) as follows: 

If the basic work During such peak 
week is weeks the em- 
ployee may work 
not more than. 

9 hours per day 

48 hours per week 

6 days per week 


Group A 


40 hours per week 





Group B 


9% hours per day 
44 hours per week Le 


52 hours per week 
6 days per week 





Gr 


‘oup C 
48 hours per 


10 hours per day 
week 


56 hours per week 
6 days per week 


Persons 14 and 15 years of age may 
be employed (and provided they are not 








DO your CUSTOMERS 
COME BACK 
smiling ? 


If so, your shoes and your service pleases them. If not, it 
is time to consider shoes which not only sell easily the first 
time, but sell easier the second time because they have de- 
livered comfort and service fully up to expectations, 
ROBINSON-BYNON Shoes are made to give the utmost in 
comfort and fit and will prove themselves worthy of the serv- 
ice you in turn give your customers. 


TRUE STEP 





WELT SHOES FOR WOMEN 
RETAILING $5 AND $6 





ORCHID 
B-5720—Black Kid 
B-5721—Brown Kid 
B-5804—Black Kid—EEE 





ADAIRE 


B-580i—Biack Kid 
B-5803—Black Kid—EEE 


TREMONT 


B-5799—Black Calf 
B-5800—Brown Calf 





ROBINSON-BYNON SHOE CO. 
AUBURN, NEW YORK 


e 
e 
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employed in delivering from motor ve- 
hicles) either: 

(a) For a period not to exceed 3 

hours per day on 6 days per week, 


or 
(b) For one day per week, such 
day not to exceed 8 hours. 

In either case, all such hours shall 
be between 7 A. M. and 7 P. M., and 
shall not conflict with the employee’s 
hours of day school. 





» HOW’S BUSINESS 4 





Show 93% Increase 


AUBURN, Me. — The Ault-Shackford 
Shoe Co., manufacturers of the 
patented Air-Tred footwear for women, 
reports an increase in shipments on 
this fast growing line of 93 per cent 
this year as compared to the same pe- 
riod last year. 

The popularity of the Air-Tred line 
is due not only to its patented construc- 
tion but also to the many new, au- 
thentic styles which have been added 
during the past year. 

The Air-Tred line for 1934 which 
will be on display during the National 
Seasonal Opening Week in New York, 
Dec. 5 to 8, is the longest, smartest and 
best made line in the history of the 
company and will be backed by greatly 
enlarged sales and advertising effort 
during the coming year. 





Schiff Adds Many Branches 


CoLumBus, OHn10—The Schiff Co. op- 
erating a chain of 194 retail shoe stores 
in the Middle West and eastern States 
reports the opening of shoe depart- 
ments in the T. M. & B. T. Rogers 
Department store in Florence, Ala., 
under the direction of E. T. Bentz. Also 
a department in Melacon’s Store in 
Birmingham, Ala., under the charge of 
Fred Klenke. 

Shoe departments have been opened 
in the K. & S. Department store in 
Kokomo, Ind., managed by Russell 
Rhoades and also in the Hess Bros. Co., 
Allentown, Pa., under the management 
of Harry Cohen. 





To Hear Sound Money Talk 


Boston—An address on the subject 
of “Sound Money” by N. E. Peterson, 
statistician of the First Natior.al Bank 
of Boston, will be the feature of the 
first of the season’s dinner-meetings of 
the Boston Boot and Shoe Club, to be 
held in the Hotel Statler, November 15. 
sige Maxwell P. Gaddis will pre- 
side. 

Secretary Thomas F. Anderson an- 
nounces a reduction in the club’s annual 
membership fee to $20 from $25 and a 
reduction in the price of guest dinner 
tickets to $3.00. These reductions were 
voted by the Executive Committee at a 











recent meeting. 
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KNOW YOUR LEATHERS 

















Girard, O.—The increasing interest of mer- 
chants in leathers, how they are made, their 
style and color values, is shown by a recent 
visit of A. H. Geuting to the tannery of the 
Ohio Leather Company here, with time out for 


a round of golf. Left to right: George Mealley, 
Philadelphia representative of the Ohio Leather 
Company; Fred Becker, sales manager; Mr. 
Geuting, and Vic Lombard, president of Ohio 
Leather Company. 




















» FACTORY CHANGES 4 











Krippendorf Plant Moves 


CINCINNATI, OHIO — Krippendorf- 
Dittman has moved its factory back 
to this city from Zenia, Ohio. “It is 
the belief of the officials of the Krip- 
pendorf-Dittman Co.,” said President 
Carl H. Krippendorf, “that we are en- 
tering into a period where there will 
be a larger demand for our product, 
brought about by an increased earn- 
ing power. Looking ahead, we feel 
that an expansion program is war- 
ranted.” 

Krippendorf pointed out that Cin- 
cinnati is ideally located from a dis- 
tribution standpoint for the location of 
a large shoe factory, as well as its 
large supply of skilled labor. : 

Officers of the company are: Carl 
H. Krippendorf, president; Frank X. 
O’Brien, first vice-president; Henry C. 
Flynn, second vice-president; R. L. Kit- 
tridge, secretary, and William B. 
Shawe, treasurer. 

The plant will begin operations Nov. 
15 and will employ about 600 people 
to begin with. 





Moving to Haverhill 

Derry, N. H.—The first of four shoe 
companies that have completed plans 
for moving their factories to Haver- 
hill, Mass., have begun the abandon- 
ment of its Derry plant. 

The Holland Shoe Company was the 
first of the four, all of which occupied 
the same building, to begin moving. The 











others are the Stearns Shoe Company, 
the Fox-Neumann Company and the 
Western Shoe and Slipper Company. 
The four employ a total of approxi- 
mately 400 persons. 

Spokesmen for the companies said 
the decision to move resulted from 
differences over housing arrangements 
for the coming year. 





New Cincinnati Concern 


CINCINNATI, OHI0O—The latest firm 
to start making shoes in this city 
is the one composed of Ben Altman 
and Nat Weiner which operates under 
the name of Stiz-Altman-Weiner, Inc. 
This firm specializes in low heel, arch 
and sport types. They plan to show 
in New York during the December 
National Season Opening. 





Change in Firm 


LYNN, Mass.—Paisner & Batchelder, 
Inc., are liquidating, William E. Batch- 
elder retiring, and Jacob N. Paisner 
joining with William Lyons in forming 
a new firm. This new firm is starting 
in Berwick, Me., to which point ma- 
chinery has been moved. 





To Stay in Beverly 


BEVERLY, Mass.—Pumps, Inc., suc- 
cessors to W. L. Delaney Shoe Co. has 
renewed lease in Association factories, 
and is not going to move to Derry, 
N. H., as reported. Braude, Goodman 
Co. also renews lease in Association 
factories, and abandons plan, previously 
reported of moving to Salem. 
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LR. A GREAT TEST 
A OF VALUE 
Thousands of city carriers 
WE D0 OUR PART wear Trade Builders exclu- 


sively. WHY? Footwear to 
them is the most important 
item of wearing apparel. 
Trade Builders have fit, 
comfort, good appearance. 
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IN STOCK 
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Made to order at small 
extra charge 


Width Sizes 
Cc 1 







sai 


The Mail 
Carrier’s 
choice!! 







BILL 
No. 1 Last 


10c. per Pr. extra west of Denver 


A plump veal Kip upper leather. {t-iron non- 
slip Gro-Cord outer sole, grain leather middle 
sole. Wingfoot rubber heel, weatherproof welt, 
grain leather combination counter pocket and 
back stay and steel arch support. 


QUICK SERVICE 
“FILLIN” STATIONS 





ALBANY, 
Branch Bros., Ine 
ATLANTA, GA. 40S ANGELES, CALIF 
Eromiing & wes Show Co.. Inc. 
MEMPHIS, TENN. 
3M. Amold Shoe Co Wm. R. Moore Dry Goods Co 
BRISTOL, TENN. NASHVILLE, TENN, 
King Bros. Shoe Co. Neoly, Harwell & Co 
CHAPLESTON, W. VA NEW YORK. N. Y. 
W. L. Smith & Co tT. Show Shoo Co. of New Tort 





CHICAGO, ILL 
4. Brandt & Sone 


SPRINGFIELD, MASS. 
4. 7. Shaw Shoo Co. of New England ina, 
TOLEDO, OHIO 


|. A ee a 2 eee 
COLDWATER, MICH. 
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WHERE TO BUY 


Sport Footwear 


Oe 








i el 


WHERE TO BUY 
Men’s Shoes 
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Shoes Now Retail $8.50 Up. 

















Richards & Brennan Co. <1- 

















“HIGHEST GRADE ONLY” 
EAST WEYMOUTH.MASS. . 








moe ent -_ SHOE 
MEN’S FINE SHOES 
OLD COLONY SHOE CO. ones 


BOSTON 
10 High St. 





NEW YORK 
Marbridge Bidg. 








ORIGINAL 


Didi, 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 
Both lines carried in stock. 
FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc 
Buffalo, N. Y. 
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Foot Welfare and Shoe Progress 


[CONTINUED FROM PAGE 19] 


mammalian groups, in spite of the loss 
of digits or other modifications of the 
feet. 

But paleontology pushes our starting 
point back much further. In the middle 
of the Great Reptilian Age a certain 
group of “mammal-like reptiles” made 
their appearance. The fossil remains 
of those creatures prove them to be the 
transitional forms which connect early 
mammalian life with reptilian ancestry. 
They were a conservative group whose 
five-toed foot helps to distinguish them 
from the three-toed dinosaurs which 
dominated that period. From the rep- 
tilian stage, a retracing of foot struc- 
ture to preceding amphibian forms in- 
volves no particular difficulty, for with 
the increasing simplicity of foot pat- 
tern, correspondence in design is obvi- 
ous in spite of differences which are to 
be noted in the number of bone units. 

The beginning of vertebrate life on 
land started with the primitive am- 
phibians. Their limbs were very crude, 
feebly fashioned, and incapable of rais- 
ing their heavy bodies from the ground; 
consequently the movements of these 


creatures on land were clumsy and 
sprawling. At that stage both the fore 
and hind feet were flat, loosely-jointed, 
and, like our hand and forearm, in a 
line continuous with that of the adjac- 
ent limb segment. 

There is evidence to affirm the de- 
rivation of these ancient amphibians 
from earlier, wholly-aquatic verte- 
brates, but as our present supply of 
such extremely remote fossil material 
is insufficient to demonstrate the exact 
manner in which that change took 
place, it need not be brought into pres- 
ent discussion. The amphibian stage is 
the one in which the limb structures 
were first seriously subjected to the 
stress of body-weight under the direct 
influence of gravity, and for that rea- 
son the simple foot pattern of that 
stage offers a most suitable starting 
point from which to follow the changes 
that have ultimately produced the foot 
of mankind. 

Article number four, to appear in 
an early issue, will follow along the 
progress of the foot from the starting 
point established here to the immediate 
pre-human stage. 
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A Smart New Shop for Juniors 


[CONTINUED FROM PAGE 16] 


The shelving, niches and cases are 
finished in eggshell enamel. Inside of 
niches is done in canary yellow and 
royal apricot, with carved glass va- 
lances. The cornice and baseboards 
are trimmed in polished nickel-silver 
metal-covered moulding. Attractive 
cartons are provided for Child Life 
shoes, the featured line. 

The floor is done in plain colored 
linoleum, inlaid to form the modernistic 
pattern. Window backgrounds are 
finished in canary yellow, royal apricot 
and bright chestnut red, combined with 
nickel-silver moulding and chromium 
plated metal. 

Silk rep drapes in royal apricot with 
narrow shadow stripes provide a rich 
note of color. Tubular steel, chromium 
plated furniture, upholstered in ultra- 
marine blue permatex, carries out the 
modernistic theme. Lighting fixtures 
are reflex, indirect, satin finished in 
nickel-silver with the edges of discs 
polished. 





J. J. Lyons Elected 


New YorkK—James J. Lyons of Sur- 
pass Leather Company was elected 
president of the Borough of the Bronx, 
New York City, by a large majority 
in Tuesday’s election. Thus he becomes 
the chief executive of one of the most 
populous communities in the country. 

Although a newcomer in political 
life, Mr. Lyons has long been interested 
in public affairs. As president of the 
Bronx Grand Jurors Association, he 
consistently advocated reforms in law 


| and procedure to make grand juries 
more effective. He has been a member 
of the executive committee of the Bronx 
Chamber of Commerce and the Bronx 
Board of Trade. He has been chairman 
of the committee in charge of the semi- 





J. J. LYONS 


annual leather shows held by the Tan- 
ners Council. 

Mr. Lyons was nominated this Fall 
for Borough President of the Bronx on 
the regular Democratic ticket and later 
endorsed by the Recovery party. At 
the time of his nomination it was an- 
nounced that he will continue to be 
associated with Surpass Leather Com- 
pany. 
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TO USE THE LIGHT... 
QUIET...NON-SKID 
-»- COMFORTABLE 
KEYSCROLL RUBBER HEEL 


‘hE 4 
SLIPPER 
HEEL 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 








KEYSCROLL 
TRADE-MARK 























When writing advertisers please mention Boot and Shoe Recorder 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 
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W. 8S. CHASE & SONS, INC., 
HAVERHILL, MASS. 

In Stock—Men’s Full Leather Lined 
Handturned Slippers 
Priced from $1.75 
Kid Pullman Slippers 
colors and black with 
)Snap Pocket 1.35 
Zipper Pocket $1.50 













WEAR-EVER $ P2250, 
IN HARD SOLES ONLY 
ee, SOt $700 $750 


“4 


TWO TREMENDOUS FACTORIES +++ 








APOST CARD WILL BRING A SALESMAN: 
ANYWHERE IN THE Unsfeo Stafes..wrile te-cley J 


SHOE € SLIPPER CORP. 








SOUTH NORWALK CONN. 


2333939232222 
EVANS—STANDARD SLIPPERS 


Genuine Hand Turns 
also Cemented Soles 
and Soft Soles 
IN STOCK 
Send for Catalog 


















Ne. 1437—Tan 
Kid Everett 


Brown Pat. 
Insert Tura 
$2.10 


No. 1447—Tan 
Kid Opera 
Brown Pat. 
Insert Turn 

$2.10 ( 








L. B. EVANS’ SON CO., Wakefisid, Mass. 
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WHERE TO BUY 
Shoe Dressings 
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SHOE POLISH 
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A WELL-ROUNDED SHOE STORE 








DOBYNS” 


7 FOOTREAR . 
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Lone BEACH, CALIF.—A large and 


appealing, illuminated “dobbin” gives | 


immediate identity to Dobyn’s Foot- 


| wear Shop in this city. 


This store is considered to be one of 
the finest on the coast. Not only is 
it thoroughly equipped to take care of 
“foot needs” but it also boasts of a 


ry 
2 : 
*. 





| beauty salon and a children’s hair cut- 


ting parlor. It has spacious quarters 
and ample window space for display 
purposes. 

It is the only shoe store west of the 
Rockies which owns and maintains a 
commercial radio station. 








An Old-Type Shoe Store 


DETROIT, MicH.—A store that has 
passed through two lifetimes of change 
and remains today a thoroughly old- 
fashioned store in downtown Detroit 
is Dendel’s Shoe Store, probably the 
oldest one in the city. 

Established in 1848 by Henry Dendel, 
the store has been in this one location 
on West Jefferson Avenue, near the 
blocks now familiar to wholesale shoe- 
men who have traveled this territory. It 
has remained little changed for eighty- 
five years. When the founder died in 
1875, his sons,. Louis and Henry Junior, 
took it over, and Louis Dendel has gp- 
erated it alone since his_ brother’s 
death in 1890. 

Type of business has changed. This 

was the heart of the city’s business dis- 
trict many years ago, but most retail 
trade has moved uptown. Since then, 
the trade has been entirely in men’s 
shoes, catering largely to commercial 
and industrial trade, with a large riv- 
erfront business. 
- When the store was new, the Den- 
dels lived upstairs. Of course, they 
have been away from here for many 
years. Louis Dendel is now seventy- 
five years old, and active every day. 
He takes things quietly, runs the store 
alone, and is very contented with mat- 
ters. Characteristic of the old cus- 
toms, he wears a black apron to wait 
upon trade. 





Stirs Up Men’s Business 


LouISVILLE, Ky.—The Bostonian 
Men’s Shop is finding a radio compaign 
very effective in increasing sales. The 
program utilizes the night court idea 
and judge and prisoners bring out sell- 
ing points for Bostonian Men’s Shop 
shoes in the course of court proceed- 
ings. Continuity is changed every three 
nights and special emphasis just now 
is laid on Briar Brown shoes and the 
fact that it is good form to wear brown 
shoes after dark if you wear business 
clothes in the evening. In this connec- 
tion, the store purchased Missouri corn 
cob pipes, having a tag pasted on the 
pipe reading, “The style shoes for Fall 
33 ‘Briar Brown’—Bostonian Men’s 
Shop,” and invited radio hearers to 
come in and get a pipe free. Exact fig- 
ures of the increased shoe sales are not 
available but they showed a gratifying 
rise and 250 pipes were given away, 
showing the interest and good will 
created. 

Another week boys shoes were given 
the emphasis and airplanes were given 
with each purchase of shoes—pictures 
of airplanes were free to any boy 
who came in. This was announced over 
the broadcast over WLAP and resulted 
in heavy buying of boys shoes on the 
next Saturday. 
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» ABOUT PEOPLE < 


Landsberger with Burger-Phillips 


BIRMINGHAM, ALA.—S. Landsberger 
has assumed management of the chil- 
dren’s department at Burger-Phillips, 
which is located on the third floor. 





Forsyth Managers Shifted 


CINCINNATI, OHIO—H. R. Melet, for- 
merly of Pittsburgh, has been made 
abe s manager of Forsyth’s Shoe Shop. L. E. 
Moul, former manager, has been made 
manager of the Cleveland store. 





Heads Ruby Detroit Store 


DETROIT, MicH.—Edward Bernie has 
been made general manager of Alfred 
J. Ruby, Inc. He lives in Detroit, and 
is with the local store here, but makes 
his headquarters at the main office of 
the company in Chicago. Fred Temple, 
who was Detroit manager, is now man- 
ager of the McBryde Boot Shop store | 
in D. J. Healy’s department store. 








Shifts Managers 


ALLIANCE, NEB.—Charles O’Connor, | 
former manager of the F. & M. Bootery | 
here, who was transferred to the Hot | 
Springs, S. D., store of the F. & M. 
chain, has been returned to Alliance | 

y in full charge. His predecessor, Irwin | 
Rue, who came here from the Hot 
Springs bootery, has been sent to Rapid 
City, S.D. Lyle Montgomery, assistant 
to Mr. Rue in the Alliance store, goes 
to the Chadron store. 





Heads Des Moines Retailers 


Des Mornes, Iowa—H. A. Alexander 
secretary-treasurer of the Field Shoe 
Co., is the new president of the Des 
Moines Retail Shoe Dealer. J. E. Wil- 
liamson, proprietor of Crandall’s Boot 
Shop, was elected secretary-treasurer | 
of the association. 

Fourteen stores were represented at 
to make the association function vitally 
the meeting at which plans were made | 
in working out local dealers’ problems, | 
particularly with reference to modifi- 
cations of the code. A nominal mem- 
bership fee of $2 has been set to cover | 
clerical expense in connection with the 
meetings and to make it possible pe 
everyone to join. | 


Kohn Promoted by Schiff 


CoLuMBus, OHI0O—Otto Guess, who | 
was manager of the Children’s depart- | 
ment of the Schiff Co., has resigned and 
has been succeeded by Malcolm Kohn, 
who has been associated with the | 
Schiff organization for a number of 
4 years. 











National Seasonal Opening 
New York, Dec. 5-8 











PANCO 


STA-TITE 


CACHES; 


give 
EXTRA WEAR 


at no extra expense 





That’s one reason why your customers will appreciate 
them. The Panco Sta-tite construction, as illustrated 
below, permits nails to be driven clear to the base of 
the heel—thus increasing the wearing depth by nearly 
fifty per cent. Panco Sta-tite heels are used on many 
of the finest lines of men’s shoes. They help make 
sales. 


PANTHER PANCO CO. 


CHELSEA, MASS. 


ORDINARY PANCO 
HEEL STA-TITE 





WEAR 
LIMIT 


51 





















































52 


DT 8 8 Fn 8 Oh Oh Fh 


WHERE TO BUY 


Women’s Shoes 
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<« ON THE SELLING END > 


News of the Travelers and Sales Activities 











GENUINE HAND TURNS 






$3340. * 
Good Turn 
a Sells 
Another 
e 
Terms 
Less 5% 
“RENO” 30 days 
No. $11201B Black Suede Patent Trim 
Ne. $1220i1B Brown Suede Bronze Trim e 
Medium ne Last 17/8 Heel 
2%-9 AAAA-D 


DODGE, BLISS & PERRY inc: 


EWBURYPORT, MASS. 
“THE correct DODGE FOR ALL OCCASIONS” 








THE PUMP WITHOUT A GAP 


GENUINE COMPO PROCESS 
IN STOCK 


Black Suede 
Brown Suede 
Kaffir Calf 

Patent Leather 

Brown Kid 

Black Moire 

White Moire 
White Kid 
















ze 


egent and Seamless 
fin igh and >) Louls 


“se TT SHOE CO. 
58 N. 4th St., Philadelphia, Pa. 
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WHERE TO BUY 


Dancing Shoes and Taps 
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TAP SLIPPERS 


with Taps 
vue strap 1.75 
Black Kid < Ribbon ™ 


One strap 2.06 
Patent 
Leather Ribbon tie 


enone Bg MFG. CO. 
Swanse Ritner 
Phi faaciphte 


























In 
BLACK CALF 
PAT. LEATHER Stock 
Women's 
A-B-C 2% -8 if 


$1.55 0-00 -2 
$1.4: 


OWENS SHOE CoO. 


589 Essex St., Lynn. Mass. 











Nat Weiner on Trip 


Nat Weiner, of the firm of Stix-Alt- 
man-Weiner, Inc., of Cincinnati, has 
left on a trip to the coast with his 
Spring line of shoes. 








Gross Joins Florsheim 


The Florsheim Shoe Co. of Chicago 
has added to its selling force for the 
southwest one of the most progressive 
salesmen of the 
younger set 
found in_ that 
part of the 
United States. 

Charles W. 
Gross has_ been 
selling the Acro- 
bat Shoes for 
some years past 
in the southwest 
and is recognized 
as one of the 
most popular 
young fellows in 
the trade as well 
as with the boys 
on the road. Sell- 
ing men’s shoes 
may be a new experience with Charlie 
but his genius for adaptability will 
surely make him as efficient as he has 
been with his previous line. He is now 
on his territory and the boys are all 
passing the good word along that 
“Charlie Gross is now with Florsheim.” 


E. P. Reed & Co. 


Hold Conference 


RocHESTER, N. Y.—The annual sales 
conference and style show of E. P. 
Reed & Company started here on 
Wednesday, Oct. 23, and ended on Fri- 
day, Oct. 25. 

W. D. F. Gibson, vice-president and 
style director, gave the address of wel- 
come and also a talk on salesmanship. 

President Oliver E. DeRidder gave a 
splendid explanation of the Sbicca 
process now embodied in a part of the 
firm’s Elfin line. 

Lester H. Reed, secretary, explained 
the position and policy of the company 
on the matter of prices. 

G. E. Manley, vice-president, gave 
a very interesting talk on the standing 
of E. P. Reed & Company and its 
progress of the past year, also its gen- 
eral record during the past four years. 

W. H. Holmes, head of the stock de- 
partment, gave a splendid talk on the 
merchandising of Matrix shoes with the 
store’s customers. 

Thursday and Friday were given 
over to the Style Show. A runway was 
arranged in the display room and 
models exhibited all styles of Matrix, 
Collegebred, Varsity Girl, Elfin and 
Tyless lines. 

The annual banquet was held at the 
Rochester Club on Thursday evening 
and E. H. Muse of Fort Worth, Tex., 
was elected toastmaster. His wit and 
words of wisdom told in his character- 
istic southern fashion were very much 





C. W. GROSS 








appreciated by every one. Teddy Han- 
lon, the Will Rogers of E. P. Reed & 
Company, told his usual funny stories. 
One of the events greatly enjoyed at 
this banquet was an original song, “E. 
P. Reed & Company,” by Captain E. J. 
Cray, which he sang to the tune of 
“Maryland My Maryland.” 

The salesmen who attended the con- 
ference were: J. A. Alexander, J. W. 
Bates, J. P. Bell, F. A. Chesebro, G. E. 
Connor, E. J. Cray, B. B. Davis, E. H. 
Muse, D. J. Rickard, L. A. Schneider, 
Edward Streeter, G. E. Van Meter. 

Immediately after the sales confer- 
ence all of the salesmen left for their 
respective territories. 


Bill Campbell in Quebec 


W. (Bill) E. Campbell, for many 
years past associated with the Conrad 
Shoe Co., has accepted a position with 
the John Ritchie Company, Ltd., 
Quebec, Canada. 

This company is the largest manu- 
facturers of men’s welt shoes in the 
dominion and Bill’s duties will be to 
produce snappy and fast shoes as his 
past experiences in men’s shoes has 
taught him. 

Besides acting as general style man 
he will also have charge of the selling 
force and work incidental to the sales 
department. 

Stylish shoes at popular prices for 
Canada is Bill’s slogan. 


]. Edwards Men Assemble 


PHILADELPHIA, Pa.— All of the 
traveling staff of J. Edwards & Co. 
assembled at the factory on Nov. 8 
in order to go over and consider the 
sample lines for the coming spring sea- 
son. They left immediately after this 
for their respective territories. The 
sample line is now completed and ac- 
cording to the people of the factory is 
the best ever shown by the house. While 
in nowise radical in its changes, there 
are a number of new things shown in 
the line and several new lasts have 
been introduced. The variety of pat- 
terns and materials is extensive, and 
all of the more desirable of the new 
colors as brought out at the recent 
leather show and style conference in 
New York are represented in the line. 











McDaniel Visits Factory 

Gordon McDaniel, Southern repre- 
sentative of the Ault-Williamson Shoe 
Co., has just returned to his home in 
Opelika, Ala., after spending sev- 
eral days at the factory in Auburn, 
Me., going over the 1934 line and 
sales plans. Mr. McDaniel reports that 
he is very optimistic with regard to 
sales possibilities in his territory for 
1934. 
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—_—_——S— 
VE FOUND 
BEST 


A room and bath’ for one, we 
$2.50; for two, $3.50. . Conrenopning 


t's he PICCADILLY 


45th-STREET and BROADWAY e@ NEW YORK 
WILLIAM MADLUNG, Mngq. Dir. 





Just think... mod- 
ern, new hotel, in the 
heart of New York— 

200 feet from. Broad- 
way, on: 45th Street. 

















Enjoy the luxury of a NEW hotel— 














KENT 
AUTOMATIC 
GARAGE NEW YorK 


The last word in convenience and safety 
for your car ,.. occupies its own par- 
ticular compartment .. . offers every 
opportunity for storage by the hour, the 
day, the month . .. with or without 
service. 


Rates $15.00 monthly and upwards... 
Expert repairs on all makes of cars. 


KENT GRAND CENTRAL 


44th St. Near Third Ave. 
Tel. Murray Hill 2-0460 


Your Car Is Never Touched by 





_ ~ conveniences provided by the 
- ast word in equipment—yet pay rates 
J lop ala ie keepin i 4 the ser Hotel 
niaamiea Governor Clinton offers maximum com- 

y fort, quick, courteous service and the 
! finest accommodations at rates that 
start as low as $3 a day. For two the 
rates are but One Dollar More! 

















1200 ROOMS AND BATHS’ C. W. RAMSEY, JR., MGR. 


7th Ave. at 31st St., New York City 









Human Hands 











Other Hotels under 

Ralph Hitz direction: 

THE RITZ-CARLTON 
Atlantic City . 


THE BOOK-CADILLAC 
Detroit 


NETHERLAND PLAZA 
Cincinnati 


HOTEL VAN CLEVE 
Dayton 


Just imagine! You can stop at this smart new 
hotel for as little as $3 a day for one person, $4 
a day for two. Other rooms at $4, $5 and $6. 
Suites $10 for either one or two persons. 
Restaurant prices are economical too—4 
different restaurants with dinner and supper 
dancing nightly e The Lexington is located 
conveniently in the Grand Central district, 
with quick access to trains, theatres, shops 
and business centers. Try the Hotel Lex- 
ington the next time you're in New York. 


HOTEL LEXINGTON 


48TH STREET AT LEXINGTON AVE- NEW YORK 
Directed by Ralph Hitz - Charles E. Rochester, Manager 
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WHERE TO BUY 


Children’s Footwear 
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MRS. DAY’S IDEAL BABY SHOES 


Flexible Hard Seles. . .2-8 


Send In-8took 
talog 


MRS. DAY'S IDEAL BABY 
SHOE CO. 
Locust St Danvers Mass. 

















Sales Increasing year after year. 
fants te Growing Giris—over 150 nu 
bers In Stock. Ask for catalog. 


HERBST SHOE MFG. CO. 
MILWAUKEE, WIS. 








LANE BROS. CO., Boston, Mass. 
NEW ENGLAND STATES DISTRIBUTORS 








HIGHE 

ST 
GRADE Goon 
For Children R Werts 


of All Ages. Dis- 

tinctive Patterns. Excep- 

Many surprises in 
Send for IN 





tional Values. 
the Spring Line. 
STOCK Catalog. 
CHILD LIFE SHOE MFG. CO. 
MILWAUKEE, wis. 
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WHERE TO BUY. 
Ballet Slippers 
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BALLET SLIPPERS 
IN STOCK 
Black Kid 
£600, Ist grade, $1.35 
$609, 2nd grade $1.20 
Brooks Shoe Mfg. Co. 
Swanson and Ritner Sts. 
Philadelphia, Pa. 








—————————————————————————— 
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New Boldrick Store 


San Dieco, Catir.— The Boldrick 
Shoe Company owned by Tom, Jack and 
George Boldrick, has opened a beauti- 
ful new three story shoe store at 1026 
Sixth Avenue, moving to this location 
from 946 Fifth Avenue, a location oc- 
cupied for more than twenty years. 

The new store is perhaps the largest 
in the city, the children’s department 
occupying the entire basement, known 
as “Wonderland,” being by far the 
largest children’s shoe shop in the city. 

B. J. Finlay who has been made 
manager and buyer for the children’s 
department has been with the company 
twelve years. The Boldrick brothers 
themselves have direct charge of the 
other departments. 

The regular family shoe departments 
are on the first floor and the “Thrift 
Store” occupies the second floor. The 
“Thrift Department” represents special 
values including close-outs and broken 
lines. Thrift prices are ranging from 
$1.65 to $7.65. Approximately 14,000 
pairs of shoes, quite largely women’s 
and misses’, are to be found at all times 
in this department. 

Boldrick Brothers operate a second 
store of the de luxe type at 533 C 
Street. 





Children’s Dept. Opens 

RAYMOND, WaASH.—The “Kiddie 
Korner” has recently been opened at 
the Morales Shoe Store of this city, 
where children’s feet are fitted amidst 
tasteful scenic decorations. An at- 
tractive environment for the wee 
youngsters has been installed for the 
better merchandising of junior shoes, 
since the Kute Kiddie Korner is a de- 
lightful spot for mothers to bring their 
children for footwear. 





New Merit Store 


FREMONT, OHIO, Oct. 18 (UTPS)— 
R. G. Shaffer, district manager for the 
Merit Shoe Co., New York, opened the 
Fremont unit of the company at 111 
South Front St. The store room is 
being remodeled and a new front in- 
stalled. The manager will be an- 
nounced later. 





Moves Shoe Department 


FALL River, MAass.—The Treadeasy 
Shoe Department of the R. A. McWhirr 
Co., was recently moved from its loca- 
tion on the second floor adjacent to 
women’s wearing apparel departments 
to another location on the same floor 
adjoining children’s apparel depart- 
ment and women’s corset and under- 
wear departments. In the new loca- 
tion, the section has approximately 25 
per cent more floor space. 

While Eugene A. Lamont, buyer, con- 
siders the new location less advantage- 


| ous because of its distance from the 
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women’s wearing apparel sections, he 
plans to concentrate display efforts to 
make an attractive entrance to his de- 
partment to attract those entering or 
leaving elevators on the floor. A large 
electric sign has been ordered which 
Mr. Lamont believes will attract many 
floor shoppers. 

Mr. Lamont is optimistic concerning 
business, reporting an exceptionally 
good business in August with a good 
volume in September. During October, 
in spite of the relocation, the sales held 
their own. The department features 
$6 to $10 shoes, finding people are look- 
ing more for quality and better fitting 
in recent weeks. 





Block Chain Expansion Plans 


SEATTLE, WASH.—A whole new group 
of retail shoe stores is planned for 
opening in the Pacific Northwest states 
by Max H. Block, head of the Block 
Shoe Store. Mr. Block states he ex- 
pects to open shoe stores in his chain 
in all cities of 15,000 population or 
more in the Northwest states. This 
will provide for a large number of 
links that will be added to the present 
dozen stores of the organization. Be- 
ginning ten years ago with one store 
in Seattle, Mr. Block has enjoyed 
phenomenal success. Though but 32 
years of age, he is one of the largest 
retailers of shoes in the Pacific North- 
west, extensively advertising his mer- 
chandise for the attraction of his cus- 
tomers. 





Buys in Detroit Store 


Detroit, Micu.—Albert Karr has 
bought back his old interest in the Bay 
State Shoe Store from Joseph Norkus, 
to whom he sold out two years ago 
when he went to California, and is 
again a partner with John P. Koch. 
The store has been rechristened the 
Walk-More Shoe Store, and moved a 
few blocks down the street to 5432 
West Vernor Highway. 





Gallenkamp’s Chain Grows 


OAKLAND, CALIF. — Gallenkamp’s, 
rapidly growing shoe store chain, is 
opening three new stores in Oakland, 
to be located at 1304 Broadway, 1306 
Washington Street, and 488 13th Street. 





Wallingford Store Reopens 


WALLINGFORD, CONN.—Rubin’s Men’s 
Shoppe, Colony and Center streets, 
clothing and shoe store conducted by 
Abraham and William Rubin, has been 
reopened after completion of extensive 
alterations. Florsheim and other lines 
of shoes are handled. 





Fixing Up Store 

San LEeANDRO, CALir.—‘Ultra-mod- 
ernizing” is the process the San 
Leandro Booterie is undergoing; many 
alterations and many new fixtures are 
the orders of the day here. 
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A SALES-PRODUCING SHOE WINDOW 


CoLuMBus, OHI0o—A fall window 
trim which produced a substantial in- 
crease in sales the first week used, was 
recently installed by Harry Todd, Bond 
Stores, Inc., of this city. 


The display, with a few hats, ties, | 


and a suit or two, is a good one, for 
it keeps in the mind the fall ensemble, 
at the same time stressing the foot- 
wear. 


| ed. 





The shoes are attractively displayed 
in the foreground “pyramid fashion” 
in such a way as not to appear crowd- 
Each shoe is plainly marked with 


| the price to facilitate the selection of 


merchandise. 

According to Mr. Todd he has en- 
joyed a ten per cent increase so far 
this year over last—and hopes to do 
better. 











> WHAT'S SELLING 4 








Decided Style Change Predicted 


DETROIT, MIcH.—Marked new depar- 
tures in style trends for the spring 
season were predicted this week in an 
interview by Frank Wood, style de- 
signer, and manager of the women’s 
higher priced shoe department at R. H. 
Fyfe and Company. 

“A decided change in all high styles 
is in prospect,” according to Wood. 
“This will come in with the new spring 
modes. Shoes will tend to go to extreme 
contrasts, not to plain styles as in the 
past. Some styles will go to extreme 
in other features. 

“There will be a large number of new 
materials used, enlarging the scope of 
choice and variety in design. New 
leathers are in prospect, particularly 
crushed leathers, and the greater use 
will be in novelty trimmings. These 
new ideas in all lines will be a major 





talking point in all retail shoe sales, 
since styles will require new shoes for 
the coming season, in contrast to the 
conservative modes of the recent past.” 





Christmas Slippers Featured 


DENVER, CoLo.— The shoe depart- 
ments at the Denver Dry Goods Co., 
last year attracted a great deal of at- 
tention to Christmas gift slippers 
through use of a clever newspaper 
advertisement in which a variety of 
slipper styles for men, women and 
children were pictured on a Christmas 
tree background. 

There were 10 different styles of 
slippers shown in the ad. Part of them 
were sketched directly against the 
Christmas tree background and part 
were pictured around the edge. A 
group of handsomely wrapped gift 
packages was shown at the bottom of 
the illustration. 

The “copy” was divided into three 
sections, one listing the offerings for 
men, another those for women and a 





| 
| 
| 
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WHERE TO BUY 


Women’s Shoes 
















GENUINE 
SILVER 
KID 


MARGE 


oa 


X1034 Genuine Silver Kid Sandal 


20/8 Louis heel. 72 Last AA-C 
WRITE FOR CIRCULAR 
TERMS 2% 10 DAYS, NET 30 


HANNAHSON’S SHOE CO. 


HAVERHILL MASS. 
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WHERE TO BUY 
Spats 


6 64 Sd ee ee ee 


BOND STREET SPATS 
—Enjoy greatest demand 
because of many years 
consistent advertising In 
national magazines and 
on radio networks. Pre- 





helps, excellent display, 
attractive packages and 
argin. IN 


® 
Manufacturing » 
Co., Portsmouth, Ohio. 


BOND 
STREET Jpaus 
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WHERE TO BUY 
Riding Boots 


ee i ei el 


\ RXDING BOOTS | 








‘ IN-STOCK 
for Men, Women and 
\ Children—also 
Jodhpurs and Field 
Boots. 








Cy 00) on 


r~ t 








third the numbers for children. The 
columns were listed according to price 
range. Then, each item was _ priced 
individually according to the exact 
amount, and was described very briefly. 
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DISTINCTIVE WINDOW 
DISPLAY CARDS 


poping 


THE RECORDER’S 4 | as 
| 
| | 
| 


sii 





Got ¥ 





10% 


Selling is Through 
WINDOW 





IF the shoes in your windows 
could only say aloud: 


“This is a fine store . . . always courteous service. The cus- 
tomer’s needs receive concentrated attention. The merchant 
selling me is giving you wonderful value for each dollar you 
spend.” 


RECORDER WINDOW DISPLAY CARDS give “silent” shoes 
in the windows a voice on behalf of the merchant. Make your 
merchandise attractive in display—use Recorder cards for 
color and to talk YOUR store service—and your business will 
improve. 

You can’t contact the window shoppers outside, but you can 


GUIDE their thinking. Appeal to them on a basis of service, 
quality, personal satisfaction. 


Recorder cards are designed and written exclusively for shoe 
merchants. Double the value of your window displays with 
hand-lettered selling messages on colorful, artistic, die-cut 
show cards. 





Samples will be sent on request 





1) to oS 
fet? & 
flow about treating 
yourselh to a pair of 


Leapy lohing SPATS 











NOVEMBER 


Purple grape and green 
leaf motif on deep coral 


board. 
” Size: 8x14” 


COMPLETE TEXTS 
sent on request 


4 cards—Women’s Shoes 

2 cards—Men’s Shoes 

1 card—Children’s Shoes 

1 card—Hosiery 

6 cards—On Store Service, 
Fitting, Quality, Etc. 

Single Cards: 60¢ each 

Without Text: 35¢ each 





‘Ss, NOVEMBER 
HARMONIZING 
#535 TICKET 
~ Available to non-show 
card subscribers at 


prices listed below. 









































“J”: Black and “I”: Pale Green “gy, aia + ides rit ‘ss — a 
—— on Bright Yellow tern "on Deep ‘aie ‘en. Sree a 
——_ Yellow. No... 
Attractive Hand Lettered Price Tickets “5” Size... .... 
IN ALL DENOMINATIONS AND BLANK. OTHER DESIGNS IN STOCK Price..... 
WITHOUT STORE NAME: 6 dozen @ $1.10, 12 dozen @ $2.00 


WITH STORE NAME: 100 tickets @ $3.00, 200 @ $5.00 
“J”—Polly Clips for tickets: \% gross $2.25 
(adjustable—tilts at any angle 1 gross $4.00 
“K”—Shoe Carton Tickets: 500 @ $1.25; 1000 @ $2.25 
CHECK WITH ORDER, PLEASE, unless C.O.D. preferred 




















“K°? 
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ORE SHOES | 





Annual Display Card Service 
Includes 
EXCLUSIVE FRANCHISE is given with annual card service 


to one merchant in an average size town, suburb or city shop- 
ping center. 


STORE WINDOW BULLETIN, supplies merchandising and 
display suggestions each month. 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may 
exchange any cards received for others of the current month, 
whose texts better cover their merchandising program. 


PRICE TICKETS: Blank tickets, matching the current month’s 
cards, supplied free. Neat tickets with prices as wanted, but 
not harmonizing with the show cards, supplied free, if pre- 
ferred to blanks; harmonizing tickets, with prices as wanted, 
to assure well blended trim, are 35¢ per fifty, additional. 





HOLDERS 


Oval base -— bur- 
nished gold— 


three color trim. 













These modernistic 
holders take any 
size card. They 
harmonize with 
the finest of win- 
dow display fix- 
tures. 














Merchants Service Dept. 


BOOT AND SHOE RECORDER 
367 W. Adams St., Chicago, Ill. 


Select the Service You Wish— 
Mail Coupon—See Sales Jump! 


SERVICE NO. 1—$5.00 monthly: 
12 display cards... 6 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 2—$4.00 monthly: 
8 display cards ...4 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 3—$3.00 monthly: 
6 display cards ... 2 holders... 
50 blank harmonizing price tickets 


SERVICE NO. 4—$2.25 monthly: 
4 display cards ... 2 holders... 
50 blank harmonizing price tickets 


COUPON 


BOOT AND SHOE RECORDER 
367 W. Adams St., Chicago, IIl. 


Please enter our order for the Recorder “Selling Mes- 
sage,” beginning with November, for card service } 


NGG 5665505 > for one year, consisting of........ card 
holders (with the first month’s service), ........ cards 
Md. ....:2-. blank tickets each month—OR—........ ' 
IMPRINTED tickets at 35¢ per fifty, additional, for | 
which we will pay $........ per year, payable $........ 


‘ per month. For cash in advance, full year’s service, 
: 59% discount. Checks from foreign subscribers must 
be drawn on United States banks, or include exchange. 
; (If for any unforeseen reason we wish to discontinue 
service before expiration of order, we agree to pay 
: $1.00 per month additional for each month’s service 
: delivered, and agree to return the card holders.) 


We sell MEN’S, WOMEN’S, CHILDREN’S SHOES, and 
WOMEN’S HOSIERY. (Cross out lines not carried.) 
We wish IMPRINTED TICKETS @ 35¢ per fifty: 


eee eee | ee » eee | eee » er » RCE ' 
WRUNOUINGIEEY s Coe co chkc: Hedaudiadcndecteriwveeedsekseeue 
CO AO Eee LU eOC ET CEELTUREECELCECLCCECER LCL 
A EE OOTP TCC TT TE PCTE TPCT TT CPOE ET TT 
COE eocoseser codeveasiees SME ooseviasewsirodacdanee 
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CLAWIFIED ann WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 


o o e .© 














SALESMAN WANTED 


SALESMEN WANTED 


POSITION WANTED 





ALESMEN — STITCHDOWNS: Children’s 

2 sole and 3 sole construction; Infants’ Pre- 
welts; Men’s Romeos and ventilated; Boys’ and 
Ladies’ Sport and Regular Oxfords; popular 
priced quality line; case lots. Makeup only. 
Strictly commission basis. Following Sovelaneies 
open by states: Michigan; Indiana; North Da- 
kota; South Dakota; lowa; Kentucky; Tennes- 
see; Virginia; North Carolina; South Carolina; 
Georgia; Florida; Alabama; Kansas; Arkansas; 
Oklahoma; West Texas; New Mexico; Arizona. 
State experience, territory travelled and trade 
sold. Must travel by car. Address D-510, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





ANTED—Shoe salesmen on straight com- 

mission for general line, old established 
firm; for Texas, Iowa, Kentucky, Michigan, 
Wisconsin, Dakotas, Minnesota, Virginia, 
Pennsylvania, Kansas and Missouri. Address 
D-523, care Boot & Shoe Recorder, 367 West 
Adams St., Chicago, Illinois. 





ANTED—Experienced salesman for well- 

won ay Comfort Turns—Sport Welts 
and Style 5 ae Shoes. Prefer salesman 
with acquaintance and following, for the fol- 
lowing territories: Washington, regon, Idaho— 
Georgia, Florida, Alabama—Oklahoma, Arkan- 
sas—West Virginia, Virginia, North and South 
Carolina—Ohio—Texas, uisiana — California. 
Strictly commission basis, settlement first and 
fifteenth of each month. In making a yer 
tion, give references and full details o 
experience. Address D-516, care Boot & S hoe 
Recorder, 239 West 39th Street, New York, 
i 


ALESMEN, experienced, sell live wire line 

Shoe Accessories. Featured by leading Eastern 
stores. Good commission. Shoe Accessories 
Company, 70 Fifth Avenue, New York. 





Wan TED—salesmen interested in a live and 

sound proposition. A nationally known St. 
om manufacturer and distributor of In-Stock 
Ladies’ popular priced Novelty Shoes is con- 
sidering applications for Arkansas; Louisiana; 
lowa and Nebraska; Indiana; Kentucky and 
Tennessee; Washington and Oregon; Wisconsin; 
Virginia and West Virginia, and several other 
good territories; excellent commission arrange- 
ment with weekly advances against commissions. 
This line sold from coast to coast and estab- 
lished for years in all territories. In making 
application state age and experience. Address 
1-530, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


LINE WANTED 


Want ED—A line of peovier riced men’s, 
women’s, “ac and children’s shoes for Kan- 
sas territory. Good worker. Four years’ ex- 
perience in retail trade. Address D-522, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York. 


SLIPPER Line Wanted. Have a Marbridge 
Building sales office and am open for a good 
strong line of men’s, women’s and children’s 
slippers, both leather and felt on a straight 
commission basis. Selling the good trade now 
in New York and Philadelphia. Address D-535, 
care Boot & Shoe Recorder, 239 West 39th 
Street. New York, N. Y. 

















ANTED—Live wire salesmen to carry side 

line children and growing girls low priced 
stitchdowns carried in stock, Chicago. Expan- 
sion program includes territories Central States, 
West and Southern States. ett fully. Ad- 
dress D-524, care Boot & S ecorder, 367 
West Adams St., Chicago, Illinois. 


HILDREN’S, Growing Girls’ and Misses’ 

goodyear welt line for metropolitan New 
York wanted by man with established trade and 
Marbridge Building sample room, on a com- 
mission basis. Will exchange references. Ad- 
dress D-536, care Boot & oa oe 239 
West 39th Street, New York, 





WANTED: Men to carry as side line men’s 
turn, leather bed room slippers. Small line 
and profitable, Commission only. Address D-525, 
care Boot Shoe Recorder, 56th & Chestnut 
Sts., Philadelphia, Pa. 


ALESMAN wanted to sell pre welts to job- 

bing trade only. Commission basis. Only 

men having wholesale contacts need answer. 

ae D-526. care Boot & Shoe Recorder, 
h & Chestnut Sts., Philadelphia, Pa. 








AN now calling on Leather Findings Whole- 

salers to handle as a side line a product 
of proven merit. Unlimited possibilities for the 
right person. Write Rayne P. Bacorn, Box 
163, Elmira, N. Y. 





BUSINESS OPPORTUNITY 


SHOE man with 20 years’ experience. 

Married, American, and a college graduate. 
Have made a special study of corrective shoes 
and a complete knowledge of store management. 
References exchanged. E. D. Lewis, 22 Bel- 
tran Street, Malden, Mass. 





XPERIENCED shoe man, married, 30 years 

old desires position as factory representative 
in central states for low priced line of good 
women’s shoes. Has had eight years retail 
experience in footwear and for past three 
years has been department merchandiser for 
nationally known store buying complete lines 
of shoes. Address D-534, care Boot & Shoe 
eer. 239 West 39th Street, New York, 
i. ae A 





HOE EXECUTIVE DESIRES POSITION. 

15 years’ experience in retail field as store 
manager. District Sales Manager and Mer- 
chandiser with high grade company and popular 
priced chain. Married, 35 years of age. Ad- 
dress D-533, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





XPERT Children’s Man—Several years of 

Buying experience. Know Mother and 
Child and what they want. Know lasts; 
Patterns; Style; Values and merchandising. 
Can increase your children’s business fifty per 
cent. I will accept a fair living wage based 
on today’s conditions plus my ability to show 
real results. Address D-532, care Boot & Shoe 
a yale 239 West 39th Street, New York, 


N. 





REAL Man’s Man—Age 37—Many Years’ 

Buying Experienc ixer—Honest— 
Sober—Reliable—Know Values—Style— Mer- 
chandising What Men Want—Anxious To Better 
Present_Connection—Excellent Reference—Con- 
sider Forty Dollars Weekly and Percentage 
Increased Business. Address D-531, care Boot 
& ga, on. 239 West 39th Street, New 

Yor N 





VERY shoe store should have a trained Chirop- 

odist. Complete course by correspondence. 
Adjustments, pads, supports, surgery taught. 
EVANS FOOT INST., Montgomery, Ala. 


ORTHOPEDIC shoe salesman—fifteen years’ 
experience. Construct cork soles and alter 
shoes to fit. Make all types of arches. Address 
D-529. care Boot & Shoe Recorder, 239 West 
39th Street, New York, ¥. 








FOR RENT 


A™. TRACTIVE space to let in Alhany Build- 
ing, Boston. Approximately 2500 square 

feet. Address D-528, care Boot & Shoe Re- 

corder, 140 Federal Street, Boston, Mass. 





ETAIL shoe man, age 38 with over 20 

years’ experience in all lines of footwear is 
open for a position with a reputable concern. 
Manager and Buyer, Window Trimmer, Card 
Writer. Best of references, reasonable salary. 
Address D-527, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





The rate for “Position and 
$1.25. When a box 





Lines Wanted” 


CLASSIFIED ADVERTISING RATES 


advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per 
is desired twelve words should be added for the address. In all other cases each 


word of the address should be counted. 

The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
* Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™ 


Minimum 








When writing advertisers please mention Boot and Shoe Recorder * 
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NATHAN H. APPLEFELD 


CHEAP TO QUICK PURCHASER 


at a fraction of replacement value 


any portion of 2000 pairs of genuine Russian Calf and shell cordovan riding and field 
boots made for the United States Government 


NETTLETON—BANNISTER—PELS—HANAN 


Price depends on quantity desired. 


by 


223 W. Baltimore St., Baltimore, Md. 
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Broaden Convention Interest 
[CONTINUED FROM PAGE 26] 


organization including 18 leading de- 
partment stores, and Harold Under- 
hill, manager and buyer of the shoe 
department of D.G. Co., also a promi- 
nent member Scruggs, Vandervoort 
and Barney of the shoe group of the 
Cavendish Corporation, which includes 
14 leading department stores. 

“No group of department store buy- 
ers and managers are more qualified to 
develop the type of business clinics 
that will attract those interested in de- 
partment store merchandising. Possess- 
ing a broad knowledge of shoe retail- 
ing, they are familiar with methods of 
store practices employed in department 
store promotion. 

“This important link in the distribu- 
tion of footwear at retail is not with- 
out its knotty tangles that need to be 
unravelled. If a national vote were 
taken to elect three department store 
men to organize these business sessions, 
Pauly, Underhill and Rice would win 
the deserved recognition. 

“Fortunate indeed is the committee 
to have this division of convention ac- 
tivity directed by such capable shoe 
executive operators as Mark Edison, 
whose firm operates 75 stores, Paul 
Burwald, conducting 28 shoe outlets 
and David P, Wohl, with approxi- 
mately 206 departments and _ stores. 
Recognized and regarded as_ success- 
ful operators, they are hopeful of 
building a program for chain store 
operators of intriguing interest. This 
initial business forum will prove of 
value in that it brings to the conven- 
tion an important group of shoe men. 
With the meeting of the chain store 
group, all interests are consolidated 
under one national convention. This 
unity and cooperation gives special 
significance and prominence to the 
N.S.R.A. St. Louis convention as being 
truly representative of the entire shoe 
trade.” 

Walter B. Huette, Jr., chairman of 
the hotel committee, urges all mer- 
chants expecting to attend the conven- 
tion to make hotel sleeping room reser- 
vations at once. The demand for rooms 
is increasing. All reservations for 
sleeping rooms should be made direct 
to the hotels. Choice locations and 
rooms can be secured by making early 
application. All space for exhibitors 
and manufacturers displaying their 
lines of shoes during the convention 
should be made direct to Arthur E. 
Ebbs, Convention Chairman, 108 
Statler Hotel, St. Louis, Mo. 

The contract signed between the 














WANTED TO PURCHASE 


MERCHANTS’ NEEDS 








Buyers of Surplus Stocks 


e will buy surplus or entire stocks of shoes 
trom manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. 


590 Broadway New York 
Phone Canal 6-4298 and 4299 








PAID 
for shoe stocks, slow sellers, etc. 


Short time 
tease taken over. fidential 





> st. 1890 

: MAX GLAUBERG 

327 Church St., New York City 
Phone: Canal 6-2632 








POSTER @ DEUTSCH 


436 Grand St., New York City 
Phone Dry Dock 4-0352 
— BUY FOR CASH — 
entire or surplus stocks of 


SHOES—DEPT. STORES 


Leases assumed Transactions confidential 








WE BUY 

Entire or Surplus Wholesale and Retail 
Stocks. Also ran hoes such as 
Walk-Over, Florsheim, Vital- 
ity, Arch Preserver, Bos- 
tonians, Ete. 

IRVIN RUBIN 

“The House of Jobs’’ 
89 Reade St. Cor. Church 
Phone Barclay 7-7887 New York City 


Enna-Jettick, 
Queen Quality, 











N.S.R.A. and the St. Louis Hotel Asso- 
ciation prohibits any increase in hotel 
room rates during the convention. Hotel 
facilities are adequate to accommodate 
the mass merchant attendance. In the 
area of activity, there are sufficient 
rooms to provide the needs of 12,000 
people. Convention headquarters will 
be glad to recommend hotels for sleep- 
ing accommodations, In making appli- 
cation, name rate and type of room 
desired. 

A reduction in railroad rates has 
been allowed for all territories west of 
the Mississippi River. The lowest rate 
ever set for an N.S.R.A. Convention 
will be in operation for the St. Louis 
meeting. The rate granted is 2 cents 
per mile on a round trip ten-day-limit 
ticket. Convention certificate must be 
obtained when ticket is purchased. This 
extremely low rail fare is expected 
to produce hundreds of merchants who 
have never before attended an N.S.- 
R.A. Convention. A complete revival 
of convention and market attendance 
is expected to mark this meeting. 





New Improved 


Pouy Cup 
for Price Tickets 


84.00 $2.25 
Gross half gross 
Tilts at any angle 











M. D. POLLINGER CO. Holland Bidg., St. Louls, Mo. 











BUSINESS OPPORTUNITY 











YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction: readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 











HOTELS 





v St. Louts tts 
Hotel 


81H & ST.CHARLE 


‘91H & WASHINGTON 
9 4 30 andup 
































Good Promotion Plan 


Boise, IpAHO—Lavern Weston led the 
educational drive for the need of sever- 
al pairs of street shoes, particularly 
among business women. They were 
strongly advised in numerous ads to 
have an alternate pair and that two 
pair worn alternately would outwear 
three pair worn constantly. 





Display Aids Hose Sales 


LOUISVILLE, Ky.—The excellent hos- 
iery sales enjoyed by the Florsheim 
Shoe Store are in a goodly part due to 
the position and arrangement of the 
store’s hosiery display table. The store 
arrangement follows the usual modern 
idea of a lounge and the hosiery table 
divided into compartments the width 
of a pair of socks is placed in the cen- 
ter rear. The neatly folded socks are 
in full view on this low table the en- 
tire time the shoes are being tried on 
and colors and patterns are distinct 
enough to form a definite selling ap- 
peal. C. A. Shiflet, manager, says that 
in the majority of cases they sell socks 
as well as shoes. 





TRADE LITERATURE 





Suggests Hosiery Wardrobe 


In a notice to the trade the Schuy]l- 
kill Valley Mills, Inc. recommends 12 
fashion feature S. V. M. hosiery en- 
sembles for Christmas selling. These 
are recommended as especially suitable 
and smart gifts for four types of 
women—the college girl, the debutante, 
the business and professional woman, 
and the club woman and matron. They 
suggest featuring a “6-pair hosiery 
wardrobe” two each of a color and 
style for volume selling. 





Catalog Has Consumer Appeal 


The Weyenberg Shoe Mfg. Co., Mil- 
waukee, have a new Fall and Winter 
catalog, the cover done in modern style, 
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A BUYING GUIDE TO 
OUfA ADVERTIFVERY 


IN THIS 


Lee ee gc 





BOOTS AND SHOES 


Applefeld, Nathan H., Baltimore, Md..... 59 
Bass, G. H., Co., Wilton, Me. ......... 48 
Bett Shoe Co., Philadelphia, Pa.......... 52 


Brooks Shoe Mfg. Co., Philadelphia, Pa. 52-54 
Brown Shoe Co., St. Louis, Mo.......... 31 
Cambridge Rubber Co., Cambridge, Mass. 8 
Chase, W. S., & Sons, Haverhill, Mass.. 50 
Life Shoe Mfg. Co., Milwaukee, 


Mas 
Comal, J. M., Shoe Co., South Braintree, 
By vacances pees Ereteesceeecnee nee 
Dodge, Bliss & Perry Co., Newburyport, 
ee ee ea enn Pe ene 


Ebberts, John, Shoe Co., Buffalo, N. Y. 48 
Edwards, J., & Co., Philadelphia, Pa. 


ack Cover 
Endicott-Johnson, Endicott, a 
Evans’ Son, L. B., Co., Wakefield, Mass... 50 


Hannahsons, Haverhill, Mass............. 55 
Herbst Shoe Mfg. Co., Milwaukee, Wis. 54 


Jarman Shoe Co., Nashville, Tenn...... 10 


Miller, I., & Sons, Long Island City, N. Y. 27 
Mishawaka Rubber & Woolen Mfg. Co., 
Mishawaka, Ind. Second Cover 


55 


“> Day’s Ideal Baby Shoe Co., Danvers, me 
sicueeds eas Gs Danville, Il. ...... 5 
Nettleton, A. E., Syracuse, N. Y. ........ 48 
Old Colony Shoe Co., Brockton, Mass. .. 48 
Owens Shoe Co., Lynn, Mass............ 52 


Richards & Brennan Co., Randolph, Mass. 48 
Robinson-Byron Shoe Co., Auburn, N. Y. 46 


Shaw, M. T., Inc., Coldwater, Mich....... 47 
Smith, J. P., Shoe Co., Inc., Chicago, Ill. 48 
Tupper Slipper Corp., Brooklyn, N. Y... 33 
Wear-Ever Shoe & Slipper Corp., So. Nor- 
walk, Conn. 
LEATHER AND OTHER MATERIALS 


Allied Kid Co., Boston, Mass........... 1 
Hubschman, E., & Sons, Philadelphia, Pa. 29 
Levor, G., & Co., Inc., Gloversville, N. Y.. 2-3 
Ohio Leather Co., Girard, Ohio..Third Cover 
Panther-Panco Co., Chelsea, Mass........ 51 


MACHINERY, LASTS, MFRS’ SUPPLIES, 
DRESSINGS, ETC. 

Cavalier Corp., Baltimore, Md......... 43-50 

Conaway-Winter Studios, Brooklyn, N. — 25 


United Shoe Machinery Corp., Bosto 
MRIs, 0.0 09:0 0:69:05 0:00000.8 600060408 35- 41. 44- 49 


Vulcan Corp., Portsmouth, Ohio..Front Cover 


SHOE ACCESSORIES 


Pollinger, M. D., Co., St. Louis, Mo....... 59 
Williams Mfg. Co., Portsmouth, Ohio.... 55 
MISCELLANEOUS 
American Weekly, New York City...... 23 
Glaugerg, Max, New York City........... 59 
Hotel Gov. Clinton, New York City....... 53 
Hotel Lexington, New York City........ 53 
Hotels Mayfair-Lennox, St. Louis, Mo... 59 
Hotel New Yorker, New York City.... 4 
Hotel Piccadilly, New York City.......... 53 
Kent Garages, New York City............ 53 


Kirsch-Blacher Co., Inc., New York City.. 59 
National Shoe Retailers Association, Chi- 
38- 


PE ocuscknévendsd enteneseacee oe 39 
Poster & Deutsch, New York City......... 59 
Rubin, Irvin, New York City............ 59 
Stephenson Laboratory, Boston, Mass..... 59 





three colors, gold brown and blue, and 
features the “Biltwell” shoe, Modern 
Aristocrats, Boy’s and Little Gents’ 
shoes. The “Biltwell’” shoe has the for- 
ward part of the catalog, the shoes 
being in process cuts, each having a 
background of a fine textured patterned 
paper that lends excellent contrast. De- 
tail of drawing art in portraying the 
shoe, its style lines and texture of 
leather, are finely done. Prices have 
been omitted so the merchant may use 
the book when occasion calls for it 
with his customers. 


OBITUARY 
a SE, 


Ed Mattisson 


MILWAUKEE, WIS.—Ed Mattisson, 
known as “Matty” to his host of friends. 
in the shoe and leather trade, and rep- 
resentative of the Amalgamated Leath- 
er Co., in the Milwaukee and Chicago 
markets, died Oct. 30th as the result 
of being struck by an automobile when 
he stepped from a street car in Milwau- 
kee. Concussion of the brain resulted. 
Funeral services were held in Milwau- 
kee, Wednesday, the body being taken 
to Brooklyn, his former home, for 
burial. He is survived by his wife. 

“Matty” was 36 years of age, a 
prince of good fellows, and for several 
years had charge of the golf outings of 
the shoe and leather men, usually held 
each year in Milwaukee. 


William C. Jantzen 


New York, N. Y.—William C. Jant- 
zen, president of the H. Jantzen Shoe 
Co., 1024 Sixth Ave., died at his home 
in Elmhurst, Oct. 31. The retail shoe 
store of H. Jantzen Co. was founded 
by the father of William C. Jantzen 
over 75 years ago. 

At the age of 20 the son became a 
member of the company. Twenty-five 
years ago he was elected president. 

Mr. Jantzen was born in Manhattan 
and took up his residence in Elmhurst 
28 years ago. He leaves his widow, 
Eleanor; a brother, George, and a 
sister, Miss Josephine Jantzen, of Man- 
hattan. 

He was a member of the Island City 
Lodge of Masons and the Queensboro 
Lodge of Elks. Funeral services was 
held by the Elks and Masons at the 
residence. 
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IMPORTANT NOTICE 


A PATENTED 
FEATURE 


US. NO. 1.685.598 




























BULB SHAPED HEEL 
PATENT No. 1,885,598 
The appearance of the KALI-STEN-IKS SEAMLESS QUARTERS 
is so fine and the merchandising advantages so great that it is con- 
stantly imitated but cannot be equaled as it is a patented feature 
and ean only be made in KALI-STEN-IKS SHOES. 


Its quality is just as superior as its appearance. There are no 
seams inside or outside the Quarter. 


Write for Booklet and further details on this rare merchandising 
feature. 


THE GILBERT SHOE COMPANY 


Los ANGELES OFFICE = THIENSVILLE, WISCONSIN ___,,NEW,YORK oFFice 


MARBRIDGE BLDG. 
LOS ANGELES, CAL. NEW YORK CITY 





Vol. 104. No. 11. Published every week by the ogg | and Shoe Recorder Publishing Co., 239 W. 39th St., New York, N. Y. Entered as oe class matter, Sept. 10, 1925, at the 
Post Office at New York, N. Y., under the act of March 3, 1879. Subscription price $3.00 Der year. Printed in U. 8S. A. 
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ow 
OUR SELLING COSTS 
ARE GETTING HIGHER. 
WE MUST REDUCE OUR 
OVERHEAD AND IN- 
CREASE OUR SALES 
IF WE ARE TO MAKE 





IT CANT BE DONE! 
THE SALESMEN SERVE 
FEWER PEOPLE IN 
THE SHORTER 
WORK WEEK. 
THIS INCREASES 
OUR SELLING 
| EXPENSE. 

































BUT OTHER MERCHANTS 
HAVE THE SAME PRO- 
LEM. WHAT ARE THEY 
NG ABOUT IT? WE 
ALL OPERATE UNDER 
THE SAME RETAIL 
CODE. JACK SAID A 





IF WE KNEW HOW THAT 








.\ STORE IN CLEVELAND 
B\\HAD WORKED OUT 





.— 















LARGE SHOE STORE ON 
THE COAST SOLVED 
THEIR DIFFICULTY, 
NOTHING COULD, 


-s—= Ss 
at 




























ANOTHER THING — 
WE MUST PUT 
MORE VALUE IN 
THIS WOMEN'S LINE, 
IT NEEDS MORE STYLE 
AND SHOULD BE 
BOUGHT TO ALLOW 
A FAIR MARKUP. 










MENS AND 
CHILDRENS 




















THAT LISTENS WELL, | 
BUT WHERE CAN WE 
COMPARE VALUES, 
GRADES, AND KNOW 
DEFINITELY THE 
STYLE TRENDS FOR 
SPRING.... 

I GUESS ---- 


















| cuessine 1S OUT IN 
! 





WILL BE A 













934. WE MUST 
KNOW THE FACTS. 
ATRIP TO THE 


N.S.R.A. 
CONVENTION 
AFTER OUR 
OECEMBER 
INVENTORY. 





PROFITABLE 











[ WITH 400 LINES 10 SELECT) 47am 
FROM, YOU KNOW OUR | #46 ZS 
| 










SPRING SHOES WILL BE | Vf 
BOUGHT RIGHT, STYLED 
AND PRICED TO KEEP 
US ‘COMPETITIVE / 
WE'LL GO/ 











WE CAN FIND THE RIGHT 
ANSWERS AT THIS CON- 


VENTION TO A LOT OF 


PROBLEMS. WE'LL LEARN 

















FROM OTHER SHOE MEN/ NR? 


OUR MERCHANDISING @, 
\70 CANT AFFORD /) \"\°\"\ BAR" ] 







TO STAY AWAY / 





Ih 








to the 
NATIONAL CONGRESS OF SHOE 


MERCHANTS AND 


MANUFACTURERS 


Learn from other successful shoe mer- 
chants how to sell at a profit in 1934. 


Buy with confidence. 
Select authorized spring styles. 
Know your shoes are the best 


possible values. 


Reduced railroad fares. The lowest ever 


granted. 


N.S.R.A. CoNveNnTIoN—St. Louis—JAN. 7-8-9-10 


108 STATLER HOTEL 


ST. LOUIS, MO. 
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@WOMEN’S 
BONNIE STYLE 
with waterproof fur cuff 


No. 3334—Black 
No. 3330—Brown 


To Retail $2.00 to $2.25 
Without fur cuff to retail $1.50 to 
$1.65 





Ca M C O makes the fur cuff prac- 
tical by making it waterproof! Raynshu 
fur cuffs exclude rain and snow—keep 
stockings clean and dry—never become 
matted and unsightly ... add greatly to 
the utility, comfort and good looks of the 
smartest, most practical, new gaiter style 
of the season—The Raynshu Tie. 


see current issue of Vogue 


because they’re practical 








TIMELY 


PRACTICAL 


because they protect 


PROFITABLE 





MISSES’ 
BONNIE STYLE 


with waterproof fur cuff 
No. 3330—Brown 
To retail $2.00 to $2.25 








(- Raynshu Tie is new . . . and 
it’s practical! Goes on and off easier ... 
never necessary to unlace .. . adjusts im- 
mediately to all ank‘es and insteps . .. no 
snaps or fasteners .. . waterproof gusset 
to top... profitable because they’re in- 
tensely practical . . . and the only new 
gaiter style of the season. 


| <> 
= Se 


Pusstrc 


| 





CAMBRIDGE 


write or 
wire for samples 











BOSTON 
600 ATLANTIC AVE. 


RUBBER COMPANY 


write or 
wire for samples 


CAMBRIDCE, MASS. 


NEW VORK CHICAGO 
125 DUANE ST. 317 W. MONROE 8T. 
AND LEADING WHOLESALERS 
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The APPEARANCE of the 
UNITED CUSHION HEEL 


is so fine that it is 


constantly imitated but never equalled 


SA. 


CISTIONINS 
HEEL 


ITS QUALITY 
is just aS superior as its appearance 





ee 99 


THE TRADE-MARK 
is the hall mark of fine shoemaking 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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MARION BUILT 
Nationally Known 


oft HK 





Outstanding Men’s $5-00 Line 
of Dress Shoes and Oxtords 


CcOoOsT TO YOU 
$2.95, $3.15 and $3.25 
Less 5% thirty days 


Snap, Style, Fit, plus quality and the IT that 
makes Marion Built the outstanding style and 
quality $5.00 line for 1933 and spring 1934. 


IN STOCK - 26 NUMBERS 
MAKE-UP - YOUR OWN STYLING - 100 NUMBERS 
RIDING AND FIELD BOOTS - - ALWAYS IN STOCK 


QUALITY, STYLE AND SERVICE 


Marion Shoe Company 


M A BRB Ft O N , § N DB It A N A 





FAST DISTRIBUTING POINTS: 


WASHINGTON SHOE CO., 163 JACKSON ST., SEATTLE, WASH. NORTHWEST PACIFIC COAST 
STEWART-DAWES SHOE CO., 214 E. 8TH ST., LOS ANGELES, CAL. MIDDLE PACIFIC COAST 
DUNHAM BROS. CO., BRATTLEBORO, VT. NEW ENGLAND STATES, EASTERN N. Y. AND NEW YORK CITY 
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PRACTICALand DEPENDABLE 


ons a 

















= 


Modern in Construction 






Comfortable all-day, 
all-wear shoes. 















AT Bidind best: 

















UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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MADE ONLY BY 


ROBT HFOERDERERINC. 
PHILADELPHIA 


For your full share of 


the Spring business... 


these six colours are 


available in VICI kid 
and in the new leather 
... VICI SPECIAL 








Cl SPECIA 





Wich 
SPECIAL 


KIO 


MADE ONLY BY 


ROBT HFOERDERERINC 
PHILADELPHIA 





VICI SPECIAL 


is the kid with the 
permanent polish 


It requires no dressing. 
It is scuff-resistant. 

It does not crock. 

It holds its shape longer. 


It is water-resistant but suffi- 
ciently porous to air-condi- 
tion the foot. 


The colours penetrate the 
kidskin so that nicks caused 
by intensive wear are scarcely 
noticeable. 





ROBERT H. FOERDERER, INC. 


PHILADELPHIA 
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What your 
WOMEN 
GUO). I= 


are reading 
in their 3 = 
favorite | 
magazines 


HE “toes straight ahead” movement is nation- 
wide. Women’s magazines and women’s pages 
of newspapers promote the idea diligently. 
Brownbilt Tread Straight Shoes for women fit 
perfectly into this movement. Both in name and 
in features they are strictly in tune. 

Alert retailers are taking advantage of this made- 
to-order situation. Their success with Brownbilt 
Tread Straight Shoes can be duplicated by you. 

The line is carried in stock in an adequate 
variety of patterns, and a wide range of sizes and 
widths. Why not investigate? Write us asking a 
salesman to call. 


‘WwSdide Gao GoungQasng, 
SAINT LOUIS 


Also manufacturers of Brownbilt Tread Straight Shoes for men 
and Bueter- Brown Tread Straight Shoes for boys and girls. 


Brown bilt 


or 
‘Shoes 


for Women 





Footnotes to Charm 
condensed from a Health and Beauty article 
in GOOD HOUSEKEEPING MAGAZINE 


: TT wouldn’t think you could trace a wrinkle in 


the forehead to the kind of shoes you wore, or 
ungraceful hips to the way you turn your toes, but 
scientific observers say that one may be a direct result 
of the other. Bad feet have a way of making their 
owners look clumsy and older than they are. 


“Now check up on the way you walk. Do you clump 
along, at each step coming down heavily on your 
heels and the insides of your feet? Do you toe out? 
These walking habits make you look awkward 
and play havoc with your arches. If you learn to 
point your big toes straight ahead, and keep your 
weight on the heel, ball, and outside of the foot, you 
will move more gracefully, and some of your foot 
aches will disappear. A young, springy manner of 
walking is possible only if the feet are normally 
elastic and you know how to use them.” 





NOTE: The bold 
face type is our 
own emphasis 
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